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AUTOMOBILE STAMP- 
ING OFFICE CERTAIN 


Innovation for Members of Conference 
in Metropolitan District on 
January 1 


OUTSIDE COMPANIES ARE JOINING 


Supervision of Local Rulings and Com- 
missions Will Be Duty of 
New Organization 


A local automobile underwriters’ or- 
ganization was formed on Tuesday 
which will cover the Metropolitan Dis- 
trict as regards interpreting the rul- 
ings and regulations of the Automobile 
Underwriters Conference of which it is 
a subsidiary. 

The move is a new one which will 
commend itself to the insurance fra- 
ternity as the plan now being worked 
out includes the maintenance in the 
Metropolitan District of a stamping 
office in charge of a competent official 


through whom all daily reports will 
have to go. 

Already fifty companies have joined 
the new local association while three 
others have signified their intention of 
doing likewise. The membership com- 
prises a number of outsiders which 
have not heretofore been affiliated with 
the Conference. 

The new local board will be conduct- 
ed by an arbitration committee Charles 
K. Yungman, of the Insurance Com- 
pany of ‘North America, being the chair- 
man and S. K. Crawford, of the Home, 
secretary. The representatives of the 
companies which are members. will 
serve on the executive committee of 
seven in addition to the two officers. 
The names will be selected alphabeti- 
cally and the members will retire after 
serving a certain period and be 
succeeded by others on the list, in the 
order in which they appear. 

The new arrangement becomes effec- 
tive January 1, but the change will 
mean no shift in commissions or rates. 
In fact, the new organization will have 
as its chief object the enforcement of 
rates and commissions. As to the 
stamping offices, this is an innovation 
the details of which are yet to be 
worked out. ; 

Two Outside Members 

The Automobile Underwriters of 
New York, which is the title by which 
the new association will be conducted 
has succeeded in securing the co-oper- 
ation of all the fire and marine com- 
panies operating in New York city 
with the exception of the Assurance 
Company of America, controlled by 
the Rathbone office and which handles 
partigularly the automobile business 
of the Automobile Club of America 
and the other is the Vulcan Fire of 
New York city. 

A motion which passed as the sense 


(Continued on page 15.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


THE HOME’S steady and surpassing growth has 
resulted from the deliberate preference of careful 
insurers and of those who select indemnity for 

: them; agents and brokers : : 





























North British Entered ro States 
and Mercantile 


Established 1809 Insurance Co. 





Since 1866, when the North British & Mercantile entered the 
United States, 1,833 Fire Insurance Companies 
have failed or retired 

















Liability Accident 


Burglary Disability 


Surety Bonds Plate Glass 


Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company of America 


Home Office: 68 WILLIAM STREET, NEW YORK 














GUARDING INCOME 
POLICY’S INCOME 


William C. Johnson, of Columbian Na- 
tional Life, Argues for Pro- 
tection of Beneficiary 


DEFEATING THE MONEY LENDER 


Original Purpose of a Life Insurance 
Contract Should be 
Carried Out 


During the presence in New York 
City last week of officers of life in- 
surance companies attending the presi- 
dents’ convention there was consider- 
able discussion as to income policies, 
with particular reference to protect 
ing the beneficiary so that the income 
could be paid as originally intended 
by the insured. Some interesting com- 
ments on the subject, made by William 
C. Johnson, vice-president and general 
manager of the Columbian National 
Life, of Boston, follow: 

The Lawyer and the Income Policy 

“I can almost hear some lawyer 
present saying that it is not really pos- 
sible to tie up an income under an 
income policy; that a beneficiary can 
dispose of it, if she pleases. Now, let 
us look at the situation from a very 
practical standpoint, and not neces- 
sarily from the legal standpoint, ai- 
though I think it can be done legally. 

“I think sometimes when we go to 
seek advice from some of the legal 
gentlemen, they approach the subject 
from the standpoint of why can’t we 
do this? You are all familiar with 
income policies. Take a policy under 
which, on the 11th day of December, 
in every year, the beneficiary is going 
to draw down an income of $1,000. No 
one questions but what if that $1,000 
is payable to her to-day she can take 
it to-day and turn it over to her 
creditors. If, however, you draw an 
income policy, so that the benefit is 
payable, for instance, to the man’s 
wife, if she be living, the 20 instal- 
ments are payable to the wife if liv- 
ing, but if she be not living, then not 
to her heirs, but to the heirs of the in- 
sured, a third person, although in fact 
that may be the same person, they may 
be the children of the marriage 

Protecting The Widow 

“Then the beneficiary, the widow, 
has no vested right in the instalments 
to become due, which will not make 
any assignment of those instalments 
of any particular value to a money 
lender, or to anyone who might be 
asked to lend money upon the policy, 
or to commute the policy, even there 
be no provision in the policy what- 
ever, prohibiting alienation. There is 
no dependence to be placed for finan- 
cial purposes upon the assignment of 
an income policy, under which there 
is going to be an income paid once 
a year, for a period of twenty years, 
if the provision of the policy is that 
the beneficiary is only going to get 
the benefit, provided she is living. 
True, if the policy contains no pro- 
vision on the subject, she can execute 
an assignment of such interest as she 
has, but before the very first payment 
becomes due, she might be dead, never 
acquired a real financial interest, and as 
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A Clark University Graduate! 


WEEK BEFORE LAST! 


A Pennsylvania Graduate! 


A Brown Graduate! 


All signed contracts with us within a few days of each other 


They had heard of our Agency Service—Our exceptional Educational Department—and the Sales Department— 
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Life Insurance as Their Profession 








Phoenix Mutual Life Insurance Company 


OF HARTFORD, CONN. 
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a practical matter, no one would go 
very far in lending money or paying 
money for such a contract. 

“It is something like a man who 
might give a promissory note and mark 
it ‘Not negotiable. If the man who 
held the note took it to a bank to 
borrow money, the bank would not 
lend on it. 

A Simple Provision 

“Then, you can go further in an in- 
come policy. You can provide in the 
policy, if you draw the policy so as to 
leave the beneficiary in the position of 
holding a life estate in the guaranteed 
income only, you can put a provision 
directly in the policy, providing mere- 
ly that the company will not com- 
mute the income or loan upon the 
contract, but that the beneficiary shall 
lack the right to alienate the income. 
You can prohibit her from assigning it. 

“Now, it is possible for one to argue 
that if a policy is payable.in 20 instal- 
ments, certain to a given beneficiary, 
if living, and if not living, to the estate 
of the insured, that the beneficiary 
could assign the policy, that the ex- 
ecutors of the insured’s estate could 
join in the assignment, and it could also 
be joined in by any living heirs of the 
insured himself. In that way the pur- 
pose of the contract, in preventing its 
sale or assignment, might be defeated. 
My answer to that is not a discussion 
of what might or what might not be 
done under certain specified circum- 
stances, if an astute attorney got hold 
of such a contract and tried to devise 
a way of defeating the intention of the 
parties that made the contract. My 
answer is, what is the practical situa- 
tion? 

Should See That Income is Paid as 

Intended 

“If the companies issue a policy of 
insurance otherwise to someone else, 
she has got little security to give to 
anybody. If in addition they put a 
provision in that policy which says she 
lacks the right to assign it and mark 
that policy non-negotiable, as a prac- 


tical matter, if she goes to a bank or 
to a money lender or anyone else and 
tries to assign the policy, they look at 
the provision that says she shall not 
and they will not talk to her on the 
subject. If the income business is go- 
ing to be developed it seems to me 
that we all ought to have in mind the 
fact that those who purchase incomes 
from the company are buying them be- 
cause they want their beneficiaries to 
have incomes, and the company should 
do whatever is possible to effectuate 
the purpose of the man who has paid 
us his money to carry out his ideas in 
that regard.” 





ISSUES A NEW CONTRACT 
American Bankers Policy Matures at 
Age 65 as Paid-Up 
Insurance 


The American Bankers’ Insurance 
Company of Chicago is issuing a new 
contract, called “New Perfection Limit- 
ed Payment Life Policy.” President 
Ernest W. Spicer says that in present- 
ing this policy the idea is that buyers 
of life insurance are getting away from 
the investment idea and are realizing 
the necessity and practicability of get- 
ting full protection at the lowest pos- 
sible cost, and at the same time limit- 
ing premium payments to the produc- 
tive period of their lives, so that at 
age 65 they may be able to retire and 
have their estate builded to take care 
of themselves or their families for the 
future. 

Every policy becomes a limited pay- 
ment life contract for the number of 
years difference between the age of 
entry and ege 65, and in addition con- 
tains the company’s new permanent 
disability clause, which guarantees to 
the policyholder complete protection. 





The Equitable Life Assurance Society 
has issued a group policy covering 250 
employes of E. E. Atkinson & Co., 
Minneapolis. 





The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of {ndiana Fer The Sole Protection of 
Polieyholders 





Good Territery and Remunerative Centracts for Men Who Can 
‘Do Things ’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Budding 











GREAT SOUTHERN 


Life Insurance Company 
HOUSTON, TEXAS 
J. 3. RICE, President J. T. SCOTT, Treasurer 
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weaves OUR RECORD 

SAN ARTONIOe /e 
o DEL RID esengap COMMENCED BUSINESS NOVEMBER 1, 1909 
Dec. 31, 1909 GROSS ASSETS ee _— 
Dec. 31, 1910 $655,004.93 $992,000.00 
ec. 31, 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31, 1913 1,500,835.10 23,650,512.00 
Sept. 30, 1914 1,815,302.46 30,630,355.00 


FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 




















ASSETS, JANUARY 1, 1914 
LIABILITIES 


SURPLUS AND DIVIDEND FUNDS 


Germania policies are plain business-like contracts framed to suit 


The Germania Life Insurance Company 


OF NEW YORK 


ESTABLISHED 1860 
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$49,748,862 
43,230,677 


$ 6,518,185 


PEA tema eN de eb wss pewamee $20,289,565 


146,537,632 


the needs and circumstances of the people and contain the most up-to-date features. 
The age, experience, strength and liberality of the Germania Life make it the Ideal Company for the capable agent. 


For Direct Agency Contracts in desirable territory 


Address Home Office, 50 UNION SQUARE, NEW YORK CITY 
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ASSURED SHOULD NOT PAY 


A TAX ON HIS SURRENDER VALUE 








Alfred Hurrell Sums Up Opinion Be- 
fore Association of Life 
Insurance Counsel 
Alfred Hurrell, attorney of the Asso- 
ciation of Life Insurance Presidents, 
read a most illuminating paper before 
the Life Insurance Counsels’ Associa- 
tion at its meeting last week, taking 
as his topic: “Must the Policyholder 
Pay Taxes on the Cash Surrender 

Value of His Life Insurance?” 

In summing the matter up he sub- 
mitted in answer to the question in the 
title that neither cash surrender values 
nor life insurance policies otherwise 
are taxable for the following reasons: 

(a) That they are not and do not 
represent debts or claims which are 
due the policyholder without the giving 
up by him of a valuable consideration. 

(b) That they are not mentioned 
specifically in the tax statutes wherein 
are enumerated the items or subjects 
of property upen which the tax is im- 
posed. 

(c) That they are not included in 
the general words of the statutes, as 
they do not fall within any of the class- 
es of property specifically enumerated. 

(d) That no adequate rules, regula- 
tions or methods have been adopted 
by the legislatures to secure their uni- 
form, equal and proportionate valuation 
as required by the constitutions. 

(e) That by the long-continued and 
uniform interpretation of these gen- 
eral laws covering periods of many 
years, State officials charged with their 
administration have construed them as 
not applying to life insurance con- 
tracts, a construction in which the leg- 
islatures have concurred by reason of 
their failure to amend by specifically 
inserting life insurance policies, among 
other subjects, in the statutes. 

(f) That the legislatures have other- 
wise given evidence that it was their 
intention to tax life insurance by the 
more certain, direct and easy method 
of levying and collecting premium tax- 
es, thus avoiding the problems and 
confusion which would attend the col- 
lection of the tax from the individual 
policyholder. 





FIDELITY MUTUAL DIVIDENDS 





Company Announces That Dividend 
Scale for 1914 Has Been Con- 
tinued for 1915 





The Fidelity Mutual of Philadelphia, 
has made the following announcement 
about 1915 dividends: 

“We are glad to announce that, by 
resolution of the Board of Directors, 
the liberal dividend scale for 1914 has 
been continued for the year 1915. 

“This, in effect, means a dividend in- 


crease to all policyholders who have 
heretofore drawn dividends, for under 
the Fidelity scale of progressive divi- 
dends the amount of the credit in- 
creases with the age of the policy, so 
that each year the dividend is larger 
than it was the year before. The 
policyholder ig thus encouraged to con- 
tinue his insurance in force. If he is 
taking his dividends in cash, he has 
the comforting feeling that his pre- 
mium burden each year will grow light- 
er. If he is applying his dividend 
credits to purchase paid-up additions, 
he is encouraged to know that his in- 
surance estate is constantly growing 
and at an ever increasing ratio. 

The general public, and especially 
the small investors in railroad, indus- 
trial, and other securities, have been 
hearing a good deal about the pass- 
ing of dividends this year by so many 
of these concerns. A good many inves- 
tors are feeling its effect on their 
pocket books. Fidelity policyholders 
who received a liberal dividend in 1914 
and who find that the amount of their 
dividend for 1915 is even larger, will 
be impressed with the fact that here 
is one institution at least whose busi- 
hess ig on the up-grade. 





COMMERCIAL AGENCY DATA 





Suggestion of A. Barton Hepburn is 
Adopted by Life Insurance 


Presidents 





Two of the resolutions passed by 
the Association of Life Insurance 
Presidents follow: 

Resolved, That the manager of the 
association be directed to submit to 
the principal commercial credit rating 
agencies Mr. Hepburn’s suggestion that 
it would be well for them to make 
inquiry concerning the life insurance 
being carried by men and corporations 
on whom they are accustomed to make 
reports, to the end that such commer- 
cial agencies may furnish this infor- 
mation to their clients when requested 
to do so just as they now furnish state- 
ments of assets and liabilities. 

The following resolution was 
adopted: 

Resolved, That the report and ad- 
dress of Mr. Arthur Hunter, chairman 
of the Central Bureau of the Medico- 
Actuarial Mortality Investigation, deal- 
ing with an inquiry into the relative 
longevity of two million of insured 
lives, be referred to the Health Com- 
mittee with the recommendation that 
it take the subject matter under con- 
sideration and endeavor through co- 
operation with said Bureau to prepare 
for the use of the public such further 
information concerning incorrect liv 
ing and methods possible for remedy- 
ing the same as the statistics may 
disclose. 


also 





General Manager N. G. Stringham, of 
the Continental Life of Utah, has re- 
signed. He will continue in the life 
business in Salt Lake. 


CASE OF STOCKS VS. BONDS 


WHICH 





IS BEST INVESTMENT 





Average Decline of R. R. Bonds Com- 
pared with Average of R. R. 
Stocks 





One of the financial papers prints an 
editorial in its latest issue in which a 
number of statements are made which 
are surprising coming from a man, who 
by reason of his position, should be 
familiar with simple life insurance 
facts. 

Life Insurance Investments 

One statement made is this: 

“Thus, to-day, the life insurance com- 
panies of New York would be vastly 
better off than they are if a full third 
of their investments consisted of stocks 
instead of bonds.” 

This does not appear to be support- 
ed by the facts. If life insurance com- 
panies had invested in active railroad 
stocks of the better class in 1906, the 
year when the law was enacted re- 
stricting investments, they would have 
experienced a larger loss, in market 
values, than they would have experi- 
enced if they had then invested in ac- 
tive railroad bonds of the better class, 
as shown below: 

Average decline in ten active 
railroad bonds of the better class, 
using the high prices of 1906, and 
the prices about June 30th, 1914, 
say eight years—12.3 points. 

Average decline in ten active 
railroad stocks of the better class, 
using the high prices of 1906, and 
the prices about June 30th, 1914, 
say eight years—62.3 points. 

Interest Rate 

The writer states “The interest rate 
is irresistibly rising, to the disadvan- 
tage of the market value of capital al- 
ready invested at fixed rates in earlier 
years.” 

This increase in the interest rate 
will also be to the disadvantage of the 
holder of stocks for the obligations of 
corporations and the interest thereon 
are liens prior to any stock issues. 

The writer further says “that the 
market prices of stocks will not only 
not decline below the present low levels 
of uncertainty and distrust, but will 
actually advance to levels as high as 
ever.” This is purely conjectural 





PART-TIME RESOLUTION 


Life Underwriters Association of New 
York Will Act at Meeting 
on Twenty-second 





At the December meeting of the Life 
Underwriters’ Association of New York 
to be held in Kalil’s Restaurant De- 
cember 22 at noon the following reso- 
lutions will be presented for adoption: 

Whereas, we believe that life insur- 


3 





ance commissions should be paid only 
to men who devote sufficient time to 
soliciting and to the study of life in- 
surance, to be informed upon its prin- 
ciples and practices; 

And Whereas, we believe that no 
commissions should be paid to any man 
whose regular business is not allied 
to insurance in any of its branches. 

And Whereas, we believe that there 
has been a laxness in the appoint- 
ment of agents by some offices; 

Resolved, That this Association here- 
by requests and empowers the Execu- 
tive Committee to take steps toward 
the elimination of the improper agent 
and that they 

(A) Request the Commissioner of 
Insurance to refuse the renewal of 
certificates of authority in the counties 
of New York, Bronx, Kings and Rich- 
mond to men who are engaged in a 
line of business not allied to insurance 
in any of its branches, unless such 
agent has written and paid for 12 
cases on 12 separate lives during the 
past 12 months or a number propor- 
tionate to that if he has been licensed 
for a shorter period. 

(B) That they inform the Commis- 
sioner of Insurance that this associa- 
tion is not in sympathy with the issu- 
ing of certificates of authority to men 
engaged in lines of business not allied 
to insurance. 

(C) That they request the Commis- 
sioner of Insurance to furnish to them 
the names and addresses of all agents 
to whom certificates have been issued 
under Section 91 for the counties of 
New York, Bronx, Kings and Rich- 
mond during 1914. 


(D) That the Executive Committee 
investigate such agents and report to 
this association the names of such as 
do not conform to the standards set 
down above, with the names of the 
companies representell by them. 

(E) That the Committee conduct a 
similar investigation on certificates is- 
sued during 1915 and similarly report 


to this association. 





CONSERVATION OF MONEY 


Should That Not Rank Next in Import- 
ance to Conservation of Life 
and Health? 
When it is known that a man or 
woman has just come into possession 


of a sum of money they never lack for 
advisers as to how to dispose of it, 
says the Pacific Mutual News. Results 
prove that it is only the few that have 


the good sense and business judgment 
necessary to invest it to advantage. 
And in this comparatively small class 
women, especially widows who have 
been named as beneficiaries in life in- 
surance policies, are not often found. 
The truth of this statement is borne 
out by the findings of one of the promi- 
nent companies to the effect that in 
every case investigated, without excep- 
tion, the money that had been paid to 
claimants under life policies had en- 
tirely disappeared within ten years. 

















AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address 


Herbert M. Woollen, President 
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Our Agency In 


Minnesota 
ere 2,076,000 
3040. ....... 2,260,000 
|: rere 2,513,000 
a 3,019,000 
RS 3,400,000 
1914 (Est.)... 3,500,000 





Total. . 16,768,000 











A Personal Word 
We believe it is easier with our 
organization—450 local agents 
—to write insurance with White 
& Odell in the North Star State, 
than in some other States we 
could mention. Last week we 
published a map of Minnesota 
showing this agency organiza- 
tion. There is probably no more 
complete and intensive occupa- 


tion of territory in the United 


States. A man coming with us 
will be placed in a _ territory 
where all local agents become 


subject to his exclusive control. 
It is not difficult to write farmers 
and townspeople with the sup- 
port of these local agents—the 
proof of this is that we have sold 
16 millions of insurance in the 
past six years for Northwestern 
National. January first we will 
locate three General Agents—to 
work country territory. We 
want men of integrity and ability 
and of General Agency calibre 
whom we can support to the 
lim:t. To such we will give a 
direct contract with the com- 


pany. 





A Big Opportunity 











Minnesota is Prosperous 


1914 HAS SHOWN 


Large Gains In 
Building Operations 
Bank Clearings 
Bank Deposits 
Population 
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NORTHWESTERN 
NATIONAL 


30 Years Old 
31 Millions In Force 
15 Millions Paid Beneficiaries 
and Policy Holders 
No Stock Holders 
Purely Mutual 


Low Rates 
Attractive Policy 


Good and Rapidly Increasing 
Dividends 

















1914—A Notable Year 





I INCREASE in 


Insurance Written 


Il INCREASE in 


Insurance in Force 


Ill INCREASE in 


Premiums Received 


IV INCREASE in 


Assets 

V INCREASE in 
Surplus 

VI INCREASE in 
Dividends 


Vil INCREASE in 


Interest Earnings 


INCREASE in 
Mortality Savings 


Vill 








19/5—Big With Promise 





EVERY DOT REPRESENTS A POLICY HOLDER IN ITS HOME CITY 


1800 MINNEAPOLIS PEOPLE CARRY $5,000,000 
6500 MINNESOTA CITIZENS ARE INSURED FOR $11,000,000 


————— JN = 


NORTHWESTERN NATIONAL LIFE INSURANCE CO. 


OF MINNEAPOLIS 


A MINNESOTA COMPANY-—DIRECTED BY MINNEAPOLIS MEN 


Ably Serving Citizens in Its Home State as Well as The Citizens in 17 States in The Central and Far West 


If conditions are hard and difficult and 
you can qualify for a General Agency, write at once t 


Why Struggle, Worry or Mark- Time = ee & ODEL 








STATE AGENTS 
y MINNESOTA 


100-125 Northwestern National Life Building 
MINNEAPOLIS, MINN. 
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Fireside Campaign Discussion Before Life Presidents 


Prominent Officials of Life Insurance Companies Explain Best Methods of Bringing Life Insurance to the Home 


on This and Succeeding Pages 














How Can We Best Conserve Our Business ? 


By R. W. Stevens, Vice-President 
Illinois Life, Chicago 








The problem upon which the ablest 
and most constructive minds engaged 
in the business of life underwriting are 
to-day pondering is—How can we best 
conserve our business?—and no sug- 
gestion of greater value looking toward 
the solution of that problem could be 
made than that contained in the pro- 
gram for this meeting—Fireside Cam- 
paigning. 

The inspiration for life insurance 
comes from the fireside, and its ulti- 
mate beneficence is consummated at 
the fireside, but, unfortunately for too 
many of those whose happiness and 
comfort is dependent upon this bene- 
ficent institution, its place at the fire 
side is too often forgotten during the 
interval between its germination and 
the fruition of the benefits it has to 
bestow. 

I am sure that we are all agreed 
that the closer the contact between 
the life insurance policy and the fire 
side, the greater is the probability of 
the continuance of the policy to its 
maturity, but how to make that con- 
tact, without causing a blow-out, when 
it is unsought by those who compose 
the fireside circle is a problem which 
few, if any, of us have satisfactorily 
solved. 

Brushing aside so far as this discus- 
sion is concerned, but not minimizing 
the other known and strong factors 
which are of vital importance when 
the question of conservation of busi- 
ness is considered, I will outline briefly 
my ideas and opinions as relating to 
fireside campaigning. 

Solicitaion Begins at Fireside 

The solicitation for a considerable 
proportion of the life insurance poli- 
cies written begins and is completed 
at the fireside. The campaign for the 
conversion of the industrial policyhold- 
er is conducted almost exclusively at 
the fireside, and to a considerable ex- 
tent this is true as regards holders of 
the smaller policies issued by the ordi- 
nary companies. 

It is, of course, a self-evident truth 
that the families of those men whose 
incomes are only barely sufficient to 
provide for the family budget know 
the most about, and take the most in- 
terest in, the life insurance investment. 

It is my belief that the initial per- 
sonal contact campaign for insurance 
should not be staged at the fireside, 
unless that field for insurance discus- 
sion is one of natural or preferable 
selection. In the case of many men, 
notably the farmer, the fireside would 
be the place of natural selection for 
the insurance canvass, since it is in 
the home, and usually in the presence 
of the wife, that propositions involving 
the laying out of money are commonly 
discussed. Preferable selection refers 
to those who are employed in offices or 
Plants, where they do not feel free to 
use any part of their business day for 
the discussion of their personal affairs, 
and therefore request the insurance 
solicitor to present his proposition at 
their homes. 

With these exceptions I question the 
advisability of initiating the insurance 
campaign at the fireside, but as re- 
gards pursuing a fireside campaign 
after the insurance has been placed 
1 favor it most heartily. 

It has been the custom with most of 
those who have written upon the sub- 
ject to dwell upon Hfe insurance as a 
great moral duty, and when discussing 
its advantages in a commercial sense 


it has been considered rather in a na- 
tional than in an individual light. 
“Does it Pay?” 

While we may deplore the fact it 
undoubtedly is a fact that compara- 
tively few pay much regard to what is 
simply their duty unless they have 
some personal object in view in doing 
it, and it is particularly the fashion 
of the present age to ask, “Will it 
pay?” 

In presenting the matter of life in- 
surance privately to the person whose 
life is to be insured the accustomed 
and proper course of procedure is to 
dwell both upon the moral duty and 
the commercial phase of the transac- 
tion, but in the fireside campaign a dis- 
cussion or advocacy of life insurance 
on the basis of its being the duty of 
the husband and father to insure his 
life would hardly meet with much en- 
couragement or favor, hence it seems 
to me that in considering and planning 
a fireside campaign we are at the very 
outset limited to the purely commer- 
cial question, “Does it pay?” 

It appears to me that in the further- 
ance of a plan to have beneficiaries 
under a life insurance policy inter- 
ested in that policy, and in the wel- 
fare and progress of the company is- 
suing it, it would be well for the ben- 
eficiary to receive within a reasonable 
time after the insurance transaction 
has been completed a courteous letter 
from the company congratulating her 
upon the fact of the insurance, touch- 
ing upon the magnitude of the life in- 
surance business and the benefits afford- 
ed, and enclosing a financial statement 
of the company with the request that 
it be looked over—reminding her that 
as a prospective beneficiary of the in- 
stitution she is vitally interested in its 
strength and progress. 

An objection will be raised to this 
suggestion, due to the fact with which 
we are all familiar, that certain hold- 
ers of life*insurance policies desire that 
the beneficiaries named therein shall 
be in ignorance of the insurance, chief 
among their reasons for desiring this 
ignorance being that the policy has 
been taken against the advice or with- 
out the approval or consent of the 
wife. I am of the opinion, however, 
that such objection can be provided 
against. 

It further occurs to me that any well 
ordered plan looking toward the bring- 
ing of beneficiaries and their interests 
into closer relation and understand- 
ing with the company should provide 
some pleasant reminder of the insur- 
ance and of the approaching premium 
payment to be sent to the beneficiary 
at or about the time renewal premiums 
are due. 

Keeping Alive the Interest 

The object aimed at in sending to 
beneficlaries reminders of insurance 
policies which have been taken for 
their protection is td keep alive the 
interest that the beneficiary probably 
manifested at the time the policy was 
issued, and further, to supply in a 
measure the place of the absent agent 
due to whose compelling arguments 
the policy was applied for. 

If the application was signed because 
the applicant was impressed with the 
fact that it was his duty to insure he 
may, if left to his own devices, be in- 
clined to forget and lapse that duty 
though he is less lfkely to do so ff 


the beneficiary is reminding him of it. 
If the purely commercial side of the 
insurance transaction was the incen- 
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tive he is likely to forget those argu- 
ments and being indifferent about the 
insurance will not take the trouble to 
get out his policy and refresh his mind, 
unless, due to the contact between the 
policy and the fireside, a discussion 
of its merits is brought about. 

Another question which I think may 
well be considered by those companies 
whose policies do not require it is, 
whether or not when a loan is request- 
ed for some purpose other than the 
payment of a premium, or a cash value 
is demanded, the beneficiary under the 
policy should be advised. 

One does not have to be very familiar 
with the history of legal reserve life 
insurance to remember that it is only 
within comparatively recent years that 
the holder of a life insurance policy 
has been granted the privilege of 
changing his beneficiary, securing 
loans, and even the cash value of the 
policy, without the consent or knowl- 
edge of the beneficiary. 

It appears almost as though the ten- 
dency of our business within the past 
quarter century has been to break 
rather than to strengthen the contact 
that was clearly originally intended to 
exist between the life insurance policy 
and the fireside. 


Defining Life Insurance 


It seems to me that very early in 
any discussion of a fireside campaign 
we are confronted with this question: 
“Is a life insurance company a purely 
commercial institution, or is it, or 
should it be, paternal in its relations 
with those who desire to avail them- 
selves of its benefits?” And according 
to how each individual life underwriter 
answers. this question from the realm 
of his own personal experience he will 
favor, or be opposed to, as a fixed 
principle of operation, Fireside Cam- 
paigning. 

My own conclusion is that we cannot 
say that life insurance is all commer- 
cial of all paternal; that those two lines 
of specuation, while essentially diverg- 
ent, are in fact so closely interwoven 
that the truly successful life insurance 
company is the one whose officers and 
representatives, having hoth these 
questions in mind, are able with equal 
aptitude to apply commercialism or 
paternalism, according as best suits 
the needs of the patient. 


PUBLIC CHANGES ATTITUDE 


VIEWS OF SYLVESTER C. DUNHAM 








President of Travelers Says Everybody 
is Now a Believer in Life 
Insurance 





Sylvester C. Dunham, called upon to 
give his views of “Fireside Campaign- 
ing,” gave some interesting reminis- 
censes, saying: 

“It is suggested to me that while 
the attitude of insurance to the fire- 
side has undergone no change since in- 
surance became of considerable inter- 
est in this country, the attitude of the 
fireside to insurance has undergone a 
very material change, because I think 
many of us can remember when the 
wife regarded the insurance man with 
a considerable degree of suspicion and 
his invasion of the fireside was not 
very hospitably received, and this hav- 
ing become something of an experi- 
ence meeting, I might refer to my 
Own early experience in insurance. 

“I started out my career as a 
lawyer, and after the usual period of 
starvation, I found myself in position 
where I felt sure I could make a liv- 
ing, and a little more, and I confided 
my purposes to a good old aunt of 
mine and told her girl I expected to 
marry her pretty soon. Well, she 
questioned whether I was in a position 
to take such a step. I told her I had 
insured my life for the young lady’s 
benefit, for $5,000—that was an ex- 
travagant sum, but I thought I could 
manage it, and she replied that she 
could not, under any circumstances, 
permit anybody to insure her husband's 
life for her benefit. She would feel 
as if she were speculating upon his 
expectation of life. It was a very solemn 
thing to do, and I received her advice 
on that subject with due humility, but 
I kept on taking insurance—I kept it 
up until I become uninsurable in 
moderate amounts, as is usually the 
case—it Ras been 25 or 30 years since 
—I have a few more coming, I hope 


Everybody is Converted Now 


“Now, I mention that incident to 
show what the attitude of the fireside 
in those days was on the subject of 
life insurance, and the point is there 
has: been a very material change ex- 
perienced since throughout the coun- 
try. The man who writes insurance 
these days does not have to convince 
people it is a desirable thing. That 
is admitted. The whole community 
does not hesitate now to say that in- 
surance is a good thing; take it. The 
question is when and in what com- 
pany—and of course I know what com- 
pany—and we have men who try to 
persuade them that ‘when’ is ‘now.’ All 
that. has been said about the advan- 
tages of income insurance, is some 
thing to which I most heartily sub- 
scribe, because it is the best form. 
When the fireside is approached on 
that subject, it is found almost in- 
variably the wife believes in it more 
firmly than the man whose life is to 
be insured, and she has not any qualms 
of conscience or objections to offer 
why the head of the family should not 
be insured for the benefit of life in- 
surance. She encourages it, and that 
is what makes insurance better, more 
useful, more prevalent now than it was 
a good many years ago, and that will 
be the continuing attitude of the fire 
side, I feel, there is no doubt.” 





F. E. Alman and M. M. Studebaker 
have been appointed assistant State 
managers to A. O. O. Eliason of the 
Minnesota Mutual Life. 
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The Uninsured Class 


By Edward D. Duffield, Fourth Vice-President 
The Prudential Insurance Co., Newark 








This question of a fireside campaign 
would seem to employ the necessity of 
determining against whom this cam- 
paign is to be directed, and what are 
the forces in opposition, and just what 
it is sought to accomplish thereby. I 
suppose there are two classes against 
whom this campaign might possibly be 
directed. In the first place, I suppose 
it might be directed against the unin- 
sured. There certainly is a large class 
in this country which is carrying abso- 
lutely no insurance at all; but, after 
all, I think possibly an efficient fireside 
campaign could better be confined 
against what we might term the under 
insurance; and those who have spoken 
to you heretofore seem to coincide in 
that view. After all, I doubt very much 
whether any campaign conducted 
through the education of those at the 
fireside, reacting upon the bread-win- 
ner, would result in insuring those who 
are not insured. But it seems to me, 
that it mighty easily secure great re- 
sults with those who are at present 
under-insured, and in inducing them to 
increase the insurance and procure an 
adequate amount of insurance for those 
who have indicated a desire to protect 
their families by taking out insurance. 

Don’t Know They are Uninsured 

I think the under-insurance proposi- 
tion is largely due to the fact that the 
insured himself is ignorant of the fact 
that he is under-insured. I think it is 
unquestionably due to a large extent 
to the fact that those who are depend- 
ent upon him, are absolutely ignorant 
of the fact that he is under-insured. I 
cannot discuss with technical ability, 
as Mr. Johnson has done, the quesiion 
of this monthly income policy. I am 
going to suggest to you that the month- 
ly income policy does furnish a very 
good measure of insurance. It fur- 
nishes a measure of insurance that the 
insured understands, and it furnishes 
a measure of insurance that the insur- 
ed’s wife understands, and it furnishes 
a measure of insurance that insured’s 
children understand. 

Popularity of Old Style Policies 

And that does not at all dispose of 


the attempt to define the relative 
merits of policies carrying a lump 
amount of insurance and the policy 


carrying a monthly income. I suppose 
the experience of every company issu- 
ing those policies has been the same as 
that of our company, and that is that, 
much to our surprise, we find those 
policies which we feel furnish probably 
best form of protection, are not as 
popular as the old style policies calling 
simply for the payment of a lump sum 
at death. This result is possibly due— 
and, in fact, probably due, to the very 
fact that the payments called for by 
those monthly income policies, are very 
small comparatively. You go to a bust- 
ness man and present this proposition 
to him, and you say “In case of your 
death, your widow will receive ten dol- 
lars a month.” And he says, “What 
earthly use is $10 a month to my wife? 
She cannot live on $10 a month, she 


the 


cannot get along on $10.a month. It 
will make very little difference to her.” 

If you impress upon that man that if 
you sell him a $2,000 policy you are 
nevertheless supplying for that widow 
this inadequate sum of $10 a month, if 


she happens to be fortunate in invest- 
ing that, if that is all she is going to 
get out, you at least have brought home 
to him the question as to whether or 
not in this $2,000 he is really taking out 
the amount of insurance which he de- 
sires to take. If he comes home at 
night and says to his wife, “Mary, I 
have taken out $2,009 of insurance for 
the protection of you and the children, 
and if I die you will get that,” she sits 
down perfectly content with the fact 
that she is going to get the $2,000. The 
next question is whether that will be 


sufficient or whether he should take 
out that much more insurance, whether 
money shall be put into that much more 
life insurance, or whether she shall have 
a new set of furs, or whether the 
daughter shall have a new opera cloak, 
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or whether they shall indulge in some 
other pleasures, and they at once say 
they will take the $2,000 of life insur- 
ance, so that if anything happens, they 
will not be in need. 

Can Get Co-operation of the Home 

So that if the proposition were pre 
sented to them in terms which they 
understand—if her husband were to die 
they would get $10 a month, it might 
furnish a reasonable basis in which 
you could secure the co-operation of 
the home, where now frequently you 
have the opposition of the home, 

Speaking as a layman, as I am, it 
has been impressed upon me strongly 
that the very persons whom you would 
imagine would be the strongest advo- 
cates of life insurance are the very per- 
sons who oppose the breadwinner tak- 
ing out a full amount of insurance. 
Now, if in this informal] sort of a way 
we could bring home every form of in- 
surance which these companies issue; 
if we could reduce in presenting to 
the insured and his dependents the 
proposition of insurance in terms 
within their comprehension, it would 
seem to me it would obliterate a great 
amount of misinformation and misun- 
derstanding which now exists. It 
would bring home to them the need of 
having a real protection, in order that 
the home might not be broken up, in 
order that life insurance might fulfill 
the function which it has, in order that 
the desolation which ensues where the 
breadwinner is suddenly taken away, 
might be adequately protected. If this 
could be done, then it would seem that 
the great purpose, the noble purpose, 
the inspiring purpose of this business 
in which we are engaged, could be 
brought to its full effect and could 
utilize the full result of which it is 
capable. 





Ben M. Rawlings, of Chattanooga, 
has been appointed general agent of 
the Reliance Life of Pittsburgh for 
East Tennessee, North Georgia and 
North Alabama. 

Both the Life Insurance Association 
of Life Iasurance Presidents and Asso- 
ciation of Life Insurance Counsel] re- 
elected old officers at the recent con- 
ventions. 


WIFE CONVINCED HUSBAND 


THAT HE NEEDED 





INSURANCE 





And He Was An Agent, Too—Fireside 
Experience of Lawrence 
Priddy 





When speakers in the fireside forum 
of the life presidents discussed the 
attitude of wives to insurance, Law- 
rence Priddy, of the New York Life, de- 
cided to tell his own personal expert- 
ence, which throws an interesting light 
on the subject: 

“I quite agree with the statement that 
has been made here this evening, on 
the matter of effecting contracts of life 
insurance, through the wife, and I will 
give you a personal experience. I pay 
$3,618 a year for life insurance and I 
thought I had all I ought to take. On 
Monday evening of last week, I sat by 
my fireside. My wife said to me, ‘How 
much life insurance do you carry?’ I 
told her and I also carried this monthly 
income proposition too. 

“She said: ‘Well, do you think that 
the insurance you carry would furnish 
the income that we could live on as 
we are living?’ I said: ‘I know it 
can’t.. Her comment was: ‘Don’t you 
think you ought to carry some more in- 
surance?’ I said: ‘I don’t see how I 
am going to do it. The world is at 
war, everybody’s broke, and how can 
I sell any more?’ “Well,’ she thought 
a minute, and then said to me: ‘I 
will tell you what I will do. You go 
and take out $10,000 more life insur- 
ance and I will pay the premium out 
of the monthly allowance.’ We live on 
a monthly allowance in our home. I 
turn it over to the wife and she spends 
it. Since Monday night she asks me 
every night whether I have taken that 
medical examination yet. I am in the 
life insurance business and she knows 
t. 


“It comes down to this: She has been 
thinking about how much income ghe 
would need to live on should I die, and 
if you men don’t want more insurance 
on your lives you had better not get 
your wife interested in that particular 
phase of the situation.” 





NO EXCESS OF INCOME 





Situation of Average Man in the United 
States Described by Robert 
L. Cox 





“When we began to lead up to the 
question of whether it was worth 
while to discuss fireside campaigning 
we were confronted with certain facts,” 
said R. L. Cox, counsel of the Associa- 
tion of Life Presidents. “In the first 
Place we have got to assume that the 
men in this country are under-insured 
and the recent campaign has served 
better than anything we have done 
heretofore to point out that fact to the 
American people. 

“There is a fact that you must re 
member when you come to discuss this 
matter with executive officers. They 
say that income insurance is hard to 
sell because it does not seem to the 
man that he is getting as much for 
his money. ; 

“Speaking by and large the people in 
this country, as a rule, do not have an 
excess of income. They have uses and 
calls for about all they have. They 
are like the man who was working in 
the kitchen one day, doing some paper- 
ing, when a lady came in, having been 
much impressed by a meeting she had 
attended the day before, where they 
had been discussing the need for 
greater thrift among the workingmen. 
She said: ‘My dear man, I would like 
to know what you do with your income.’ 
He replied: ‘Why, madam, I have got 
nine children and after I get through 
paying the butcher and the baker and 
the rent bill, I pack the rest away in 
barrels.’ ” 





H. H. Budd, manager at Mt. Vernon, 
N. Y., for the Fidelity Mutual, was 
honor man last month. 
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An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
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in splendid condition in every re 
spect with an excellent record in all of its 
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Women Are Not to Blame for Inadequate Insurance 


By George H. Gaston, Second Vice-President 
Metropolitan Life 








In your preliminary announcement of 
this meeting, and your reference in 
particular to “Fireside Campaigning,” 
I read the following: 

Life insurance has not with suffi- 
cient frequency and freedom been 
a subject for discussion among the 
members of the family. It has not 
been classed with the purchase of 
food, clothing, furniture and other 
necessaries in the family budget as 
it should be. As a rule, it is dis- 
cussed in the office of the head of 
thé family, miles away from home 
and its influences. One of the 
greatest obstacles to adequate in- 
surance is indifference or opposi- 
tion on the part of the wife or 
mother because of sentimental, sel- 
fish or unselfish reasons, as the 
case may be. 


Industrial Insurance is Family 
Insurance 

My observation leads me to believe 
that from the standpoint of the Ordi- 
nary agent these statements, in gen- 
eral, are true. My experience is, how- 
ever, that in respect of the Industrial- 
Ordinary agent, precisely the reverse 
is true. Industrial insurance is essen- 
tially family insurance and is almost 
entirely canvassed for and written in 
the homes. So completely has it come 
to be a family necessity, and a part 
of the household budget, that provision 
for the payment of the weekly pre- 
miums is made with the same clock- 
like regularity as for other current ex- 
penditures. 

Moreover, in the experience of the 
Industrial-Ordinary agent, not only 
does Industrial insurance find its origin 
in the home, but in many cases, and I 
don’t think I exaggerate when I say 
in most cases, the first suggestion lead- 
ing up to the ultimate placing of an 
Ordinary policy on the life of the head 
of the household is made to the wife 
or mother. 


Women Have Better Understanding of 
Life’s Problems 

I do not agree with the statement 
that has been made here, that the 
greatest opposition to life insurance 
comes from the women dependents. 
This, no doubt, is true in some in- 
stances, but I believe these instances 
are rare in these enlightened days when 
women have a far better understand- 
ing than formerly of the real problems 
of life, and when they are coming to 
the front, not only in their discussion, 
but in the important part they have 
come to play in the social and eco- 
nomic activities of the nation. 

A thesis could be written on the 
topic that is before this meeting, “The 
need for co-operative effort on the part 
of life insurance men to educate wives, 
mothers 4nd even children, as to the 
necessity for protecting the family unit 
with life insurance,” but it certainly 
is not within me fo begin to do justice 
to it in the six minutes allotted to me. 
That the necessity exists for this sort 
of a campaign of co-operation no one 
will deny. My notion is that to make 
it a success it must be removed from 
the realm of theory and be carried on 
in a practical business-like way. Every 
well organized company has a corps of 
trained men who are the emissaries 
from the home office to the field: who 
are the exponents of the plans and poli- 
cies and desires promulgated at the 
home office. They are in frequent per- 
sonal communication and association 
with the field force. The agents of 
to-day are keen, intelligent, resourceful 
men, alert to every opportunity to for- 
ward the business. They know in their 
hearts that the good will and confi- 
dence of the members of the household 
where they have existing insurance 
are among their best assets; but there 
is so much to occupy their time, the 





demands upon them are so varied and 
insistent, it is easy to conceive that 
in the multitude of fheir duties they 
fail to keep up their acquaintance with 
tlese client-dependents of theirs to the 
best advantage. Without at all paint- 
ing a gruesome picture of the misery 
and distress of real poverty, they can 
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present to the wife and the mother a 
true and convincing account of the dis- 
tinct, lasting benefits that life insur- 
ance confers. But the agents them- 
selves need to be reminded of their 
opportunities in this. If company 
officers desire this done, as no doubt 
they do, let them charge the home 
office emissaries with the duty of con- 
stantly impressing it upon the field 
men, dwelling upon and repeating it 
and gaining their co-operation in it. 

No Substitute for Human Agency 

In this business of ours nothing can 
take the place of the human agency, 
the personal contact, the spoken word. 
It is not in general due to opposition 
to insurance by women or others, that 
men are inadequately insured. It is 
due to indifference, or carelessness, or 
to temporizing and that the dependents 
of the insured have no real conception 
of what their circumstances will be 
when the breadwinner has passed 
away. Canvass the wives and mothers 
and grown children in the home; give 
them a right conception of what in- 
surance is and will mean to them, and 
sentimental and even imaginary God- 
fearing opposition to insurance will 
give place not only to consent but to 
eagerness for it. In principle, if not 
along precisely the same lines, the 
methods of the _ Industrial-Ordinary 
agent can be followed by the Ordinary 
agent with success. 





Cc. C. HILLS APPOINTMENT 

Cc. C. Hills, of Columbus, Ohio, has 
been appointed general agent of the 
Connecticut Mutual Life in Rochester, 
N. Y., effective January 1. Nine ye?rs 
ago he became a partner with his 
father, B. D. Hills, in the Columbus 
agency of the Mutual Benefit. The 
new agents of the Mutual Benefit in 
Columbus are King & King, who have 
represented the company in Lima, O. 
B. D. Hills will move to Rochester 
later. 


PEORIA LIFE ADDRESSES 
“The Advantage of an Income Policy,” 
“How I Combat. Non-Participating In- 
surance with Participating,” “Why 
Stay With One Company,” were some 
of the subjects discussed at the Towa 
meeting of agents of the Peoria Life. 


year, 


AN ASSET FOR THE FAMILY 


NEEDS FILLED BY 





INSURANCE 





E. W. Randall, President of Minnesota 
Mutual, Discusses Protection for 
Wives of Bread Winners 





E. W. Randall, president of the Minne- 
sota Mutual, made some interesting 
points in an address prepared for the 
convention of the Life Association of 
Life Insurance Presidents, his paper 
being as follows: 

Your program emphasizes common 
interests, and in matters of general 
good, all companies should be ready for 
active, co-operative effort. You focus 
thought upon a “Fireside Campaign.” 
You could hardly select a better line 
of study. Life insurance was founded 
for the benefit of the home and exists 
and prospers because of its service in 
home protection and preservation. It 
is altruistic in spirit and purpose. 
There is corporation insurance, partner- 
ship insurance, etc., but men form cor- 
porations and partnerships and engage 
in business only to secure the means 
for the establishment and perpefuation 
of good homes. All life insurance, there- 
fore, must ultimately end at the point 
of its beginning—in .the home. 

Insurance Often Misunderstood 

Many important features of life in- 
surance are but partially understood. 
Some reasonably intelligent people see 
a menace in the large and increasing 
assets of the life insurance companies, 
and regard the companies as omni- 
present and relentless gatherers of the 
country’s cash. We occasionally read 
seriously intended editorials upon the 
danger of the enslavement of the 
people by the life insurance companies 
because of the gradual absorption and 
control of all the money. The disburse- 
ments are forgotten. During the cur- 
rent year, the total income of the in- 
surance companies will approach the 
billion mark, but it shou'd be remem- 
bered that broadly speaking, fifty per 
cent. of the enormous total will be paid 
to beneficiaries and policyholders this 
and the balance, less only the 
cost of administration, will be disburs- 
ed when needed with interest accumula- 
tions. There is disbursement as well 
as collection. The companies collect 
from men during prosperity, when life 
current is strong and earning capacity 


is at its best, but return the collec- 
tions in larger measure when age 
creeps on and earnings fail. The life 


insurance company may be toll gather- 
er during the effulgence of noonday, 
but becomes a protector, a giver and 
friend when the shadows fall. 
Life Insurance Service 

Life insurance means service and is 
adapted to the needs of all classes of 
men. It is particularly desirable for 
men in debt. Few men have sufficient 
means at the outset of life to own a 
home without encumbrance and have 
all the things desired in and about a 
good home. Credit, most men have to 
a greater or less degree, and credit is 
necessarily used. Most men find get- 
ting out of debt a slow and tedious 
matter. Plans are seldom carried out 
on schedule. II] health interferes. Crops 
fail or business losses occur. Unex- 
pected need of money arises in many 


directions and amounts that can be 
applied upon initial indebtedness are 
hard to get. The incubus of debt hangs 
over many families through many 
anxious years. Without materially in- 
creasing the daily expense account, 
every insurable person in debt may 


have full protection against that debt. 
should the unexpected happen. Every 
debtor, no doubt, feels that if health 
and strength is spared, he will in due 
time pay in full, but he may a!so have 
the satisfaction of knowing that if his 
efforts fail, some insurance company 
will finish his task and pay the debt 
for him. A partly paid-for home, a 
mortgaged farm, an encumbered stock 
of merchandise or business enterprise 
of any kind is a poor asset for a family 
from which the bread-winner has been 
taken. Each person should arrange 


while he can to have a good life in- 
surance company come to the rescue 
in case of need. That is what a life 
insurance company is for. 

Needs of Well-to-Do 

Homes, not debt-clouded, need insur- 
ance also. Insurance is for the well-to- 
do quite as much as others. Those en- 
joying present prosperity take the look 
ahead and guard the way. Many men 
meeting with large success during their 
active years encounter serious condi- 
tions when health begins to fail through 
age or otherwise. The business no 
longer prospers—the creative, execu- 
tive hand and head are missing. Re 
ceiverships occur. The business is 
absorbed by competitors and no trace 
of the old-time prosperity remains. 
When death occurs, it is frequently 
learned that the check sent by some 
life insurance company is the only re- 
source of the aged widow. Even an 
unusual business success does not re- 
move the necessity for safeguarding 
the future. 

The Young Man 

The young man, the man in the prime 
of life, in middle life, or approaching 
old age, all need life insurance— 
whether farmer, laborer or business 
man, life insurance is a necessity. The 
man in debt needs it and the one not 
in debt should have it. Perhaps the 
man now well-to-do and apparently 
succeeding in a large way, with his 
many obligations, needs life insurance 
most of all. Life insurance teaches 
thrift—safeguards the business from 
which the home receives its support— 
provides for old age and contributes to 
safety, happiness and peace of mind. 
It is universal in its application and in 
its beneficience. 

Unnecessary burdens should not be 
Placed upon life insurance. A kind of 
mania seems to have developed for 
ever-increasing taxation. Legislators 
note the visible assets of the coOmpa- 
nies and think they see easy money. 
If it can be generally understood that 
in life insurance as in everything else, 
the ultimate cousumer pays the cost 
and that every dollar of added expense 


for the company means increased ex- 
pense for the policyholder, the view- 
point of legislators will change. If 


men generally can be induced, through 
thrift and self-sacrifice to make secure 
he future of their families—make cer- 
tain that widows will not need charity 
and that children shall not fail to be 


properly educated and have a fair 
chance in life—they should be en- 
couraged and not penalized by their 


government. A campaign of education 
will be wonderfully helpful along this 
line. 
A Story That is Never Old 

The story of life insurance cannot be 
told too often. All should be made to 
know it. It should always be the story 
of the home, told simply and in terms 
of human interest. Better than any 
other agency, it enables a man to pro- 
ject his earning capacity into the fu- 
ture and provide for the safety and 
comfort of wife and children, or others 
in any way dependent upon him. It 
is worthy the best study of us all. By 
the careful co-operation of your asso- 


ciation, The American Life Conven- 
tion, the National Association of Life 
Underwriters, with its numerous 
branches, the National Convention of 
Insurance Commissioners’ the insur- 
ance press in its educational mission 


to insurance agents and other active 
agencies, much can be accomplished for 
life insurance. A general educational 
campaign is the work now in hand. 
Supervision should not be less rigid so 
far as the interests of policyholders 
and the general public are concerned, 
but with a better understanding will 
hecome more helpful and sympathetic. 
With wider knowledge, legislators, 
State and national will be better dis- 
posed, and the danger of added govern- 
mental burdens will pass. There will 
be larger growth and men everywhere 
in greatly increasing numbers will 
avail themselves of the benefits of life 
insurance—the greatest institution for 
co-operative service in home protec 
tion known in all the world. 
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Practical Fireside Campaigning 


By Crawford H.: Ellis, President Pan-American Life 
New Orleans 








I have listened with considerable 
interest to what has been said before 
on the subject of fireside campaign- 
ing, and like all general subjects of 
this nature it has been fairly well 
covered, but there are some points 
which have not been touched upon. 
One is the early history of the pos- 
sibilities of fireside campaigning. 
There was a time when it was not 


an advisable course to pursue, due 
entirely to sentimentality and to super- 
stition. I am from the South, and I 
have known of cases, years ago, where 
an attempt to write a life insurance 
policy at the fireside resulted in fail- 
ure, because of the fact that the wife 
or the children of the head of the 
family believed that in making out 
a 20 pay life policy that it fixed the 
time of the death of the head of the 
family. They also looked with con- 
siderable superstition upon the senti- 
mentality of it, and they did not feel 
that they should profit financially by 
the death of the head of the family, 
or one of their loved ones. 
The Young Agent 
Fortunately, due to the educational 
campaign which has been carried on 
by agents of the great life insurance 
companies throughout this broad land 
of ours, that has given way to prac- 
tical views, and I dare say that within 
the recent years nothing has been 
more effectual in writing life insur- 
ance than fireside campaigning. In 
fact, the most of the young agents 
who start out in life insurance work 
to-day, take that in many instances 
as a means to begin their operations. 
I have in mind a young man who 
makes it his business to make his ap- 
pointments with business men at their 
homes, at night, so as not to annoy 
them during the busy hours of the 
day. It is an assured thing that when 
he calls on that man, even if the wife 
or children are not taken into his con- 
fidence, they will question their father 
or their husband, as the case may be, 
on the departure of the agent and 
they will soon find out the object of 
the visit of this young man, and in 
that way the question of life insur- 
ance will be discussed at the fireside, 
and some one of those children may 
know something about it and they may 
suggest to their father, “Why don’t 
you take a policy?” And in many 
instances it has resulted in the com- 
pletion of the contract, and a clever 
agent usually knows how to do that 
work. 
As a result of fireside campaigning, 
I know a point in mind where a very 
prosperous young business man, about 
35 years old, was solicited for life in- 
surance. He declined to take it, be- 
cause he did not believe in it. He 
felt that he could invest his money 
more profitably and leave his wife in 
better shape, by conducting his own 
affairs, than spending money for life 
insurance. His father-in-law heard of 
it, and he was a great believer in life 
insurance, and he finally persuaded 
his, through his wife, to take a $25,000 
policy. Within one year’s time from 
that day, this young man was taken 
seriously ill with pneumonia, and died. 
It was one of my duties to look after 
the settlement of his estate, and to 
our great astonishment, myself and 
the other administrators, we found 
that he was absolutely bankrupt. He 
had speculated considerably and lost 
all his money, and the only thing that 
wife had left her was the $25,000 life 
msurance policy, and it left her in 
comfortable circumstances. 


Business Getting Points 


There are many other cases, too 
numerous to mention, which have no 





doubt come under the observation of 
you gentlemen, and I need not men- 
tion them now. In the Life Under- 
writers Association of Louisiana, of 
which I had the pleasure of being 
president last year, we formerly had 
discussions as to the best means of 
writing life insurance, and we had our 
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meetings monthly, and at nearly evéry 
meeting some one agent, a member of 
the association, would bring up the 
question of fireside campaigning and 
gave some concrete illustration of 
where it had served him in the com- 
pletion of contracts. I was very much 
interested in what Mr. Stevens had 
to say about the conservation of life 
insurance through fireside campaign- 
ing, and there are many ways in which 
that can be done. The suggestion 
made by him is a very good one. I 
know of one company which makes 
it a business to ascertain from the 
beneficiary of every life insurance 
policy, his or her birthday, and a few 
days before that she receives a beauti- 
ful card of felicitation, signed by the 
president of the company. Of course, 
it is stereotyped and the name is 
engraved, felicitating her upon her 
birthday. She wonders how he knows 
it. It immediately attracts her atten- 
tion. When her hushand comes home 
she says, “Look here, what a nice card 
I got from the life insurance company 
to-day. How do they know my bDirth- 
day?” Well, it does not make any 
difference, but it brings a lot of dis- 
cussion and she is interested in his 
policy, and in that way I think a great 
deal of business can be conserved and 
I throw that out as a suggestion. 


BRAINS IN A SMALL TOWN 





Without Office Expense W. E. Bargar, 
of Clarkson, N. Y., Has Placed 
$6,000,000 Insurance 





A remarkable record for a man in @ 
small town has been made by W. HB. 
Bargar, general agent of the Bankers 
Life of Des Moines, Ia., and living in 
Clarkson, N. Y. Without a cent of 
office expense he has placed $6,000,000 
insurance in force in New York State. 
He had been a banker and a bank 
examiner before going with the Bank- 
ers Life. In describing his methods 
his Company says: 

“W. E. Bargar is a man who believes 
in himself. Doubt and timidity are 
entire strangers to him. He just sails 
into the teeth of the wind with all 
sails set.” 


Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘ oldest company in America’’ 
mean certain success for you. 





For Terms to Iroducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 








You Wish To Be Paid Well 


for your efforts. Producers receive 

liberal compensation under the 

Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 








Severai pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and abili 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 





A Word to the Wise is 
Sufficient 
Grow Up With A Growing 
Company 


Insurance In Force 


Over $100,000,000.00 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


W. 0. BALDWIN, 
President 


HOWARD 8. SUTPHEN, 
Director of Agencies 











Life Insurance and Texas 





States. 





Texas has more than four million people, made up of 
home grown population and the best selections from other 
They are a progressive 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are ——~ and several times that number inade- 
quately insured. 
men to tell them about the Southland Life. Ad 


JAS. A. STEPHENSON, President 


le and they are buying 


e want ten or a dozen more good field 
drese— 


DALLAS, TEXAS 











Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 


“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 








FARMERS AND TRADERS LIFE 





Syracuse Company 'Now in Ohio and 
Pennsylvania Will Enter Other 
States Soon 





Charles H. Washburn, secretary of 
the Farmers & Traders National Life 
of Syracuse, N. Y., told the life presi- 
dents of the Company’s plan and ob- 
jects. It has licenses to transact busi- 
ness in Ohio and Pennsylvania, and 
soon after the first of the year will 
operate in Indiana and Massachusetts. 
In explaining the objects of the Com- 
pany, he said: 

“The object of this Company, right 
in line with what has been discussed 


this afternoon, is to bring the bless- 
ings of insurance right down to the fire 
side of the man who lives in the rural 
district. Heretofore, we feel that he 
has merely been regarded as a means 
to an end. Now, with what I said be- 
fore, we intend to give him an abso 
lutely financial interest in the Com- 
Pany that is going to send out its agents 
to insure him. We are going to try, 
by word of mouth and by literature, 
to drive right to the heart of the farm- 
er, the very necessity of insurance. Of 
course, we do not expect to manufac- 
ture a masterpiece in the first, but we 
think by co-operation and honest ef- 
fort, and by sustained effort and sin- 
cerity of purpose, we can derive the 
blessings of this business right home.” 
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Insuring A Man’s Purpose Seastaley tem ‘commuting or oven 
aliendting the income. This is rene WILL HELP ALL COMPANIES 





By William C. Johnson, General Manager 
Columbian National Life, Boston 








When we insure a man’s life, we 
do well. When we insure his purpose, 
we do better. Men ordinarily take in- 
surance to protect their families. 
When we see to it that the policy is 
drawn to most surely effectuate their 
purpose, we render them the soundest 
possible service. When a man who 
carries insurance payable in one sum 
to his wife or children dies, the fund 
is very frequently collected by the 
family lawyer, mingled with the other 
assets of the estate, and invested in 
stocks, or bonds, or mortgages. There- 
after the family receives its income 
from coupons, or dividends, or mort- 
gage interest. The payment of the 
insurance money may serve to educate 
one family to the benefits of life in- 
surance, or the part life insurance 
plays in creating the estate to be in- 
vested may be overlooked or forgotten. 
Not so with an income policy. Once 
a month, or once a quarter, or once 
a year, for a period of twenty years, 
or during the lifetime of the benefi- 
ciliary, comes a cheque from the insur- 
ance company, each one a direct re 
minder to the family of what it owes 
to life insurance. When the money 
which keeps the fires lit, which alone 
makes possible the maintenance of the 
home and holds the family together, 
comes not from stocks or bonds or 
interest on mortgages, but from an in- 


surance company, the lesson will be. 


one which no member of the family 
will overlook or ever forget. When 
the times comes that a few families 
in every town; when a few dozen or 
a few score of families in every city 
in the country are thus maintained 
by the proceeds of income policies, 
the facts will become known to hun- 
dreds and thousands of other families, 
and the constant reminder of what life 
insurance thus accomplishes’ will 
arouse in all the members of each 
family an interest in the subject which 
now is too often shared only by its 
head. 
Income Policies 

The sale of policies providing 
monthly or annual incomes has only 
become general during recent years. 
Comparatively few have as yet ma- 
tured, and as those already being car- 
ried do mature, the payment of incomes 
will exercise a tremendous educative 
influence among the members of the 
families concerned and in communities 
where the facts become known. The pay- 
ment of these incomes will afford a 
concrete and recurring reminder of the 
importance and value of insurance, 
and do much to popularize it in the 
homes in which the country’s future 
citizens are being trained. If in the 
present we can increase the number 
of income policies being sold, we may 
be sure that we are taking very ef- 
fective steps toward arousing greater 
interest in insurance at the country’s 
firesides, and toward hastening the 
day when wives will take as much 
interest in life insurance as widows 
now do. 

If I may add another thought for 
the Company officials present, let me 
suggest that we have a duty not to 
be overlooked in this regard. Our 
policyholders are laymen; they are not 
versed in the intricacies of life insur- 
ance or competent to express an 
opinion as to the legal effectiveness 
of policies calling for the payment of 
incomes. When a business man pur- 
chases an income policy, it’s because 
he wants to leave an income (not a 
principal sum) .o his beneficiary. If 
we are to take his premiums and thus 
insure his life, is it not our duty to 
insure his intention? Often after the 
death of the holder of an income poll- 
cy, the lawyer or other adviser of the 
widow suggests that she seek to pro- 


cure the commuted value of the policy 
in lieu of the income, and invest this 
sum herself. 
Humanity and Life Insurance 

Unless the policy originally issued 
provided for a commuted value (as 
some of the older contracts did), it 
seems to me that for a company to 
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pay a commuted value and so defeat 
the intention of the man who meant 
to leave an income, is essentially im- 
moral. I go further and suggest that 
when men depend upon us to prov: 
incomes for a term of years or for 
life to their beneficiaries, we should 
see to it that the policies are drawn 
so as to effectuate their purposes so 
far as is humanly possible. This can 
be done, though I am familiar with 
only two of the American companies 
which draw their regular income poll- 
cies so as to render the income in- 
alienable and similar to that receiv- 
able from a trust fund. Yet the legal 
principles which permit it are clear. 
When the proceeds of a policy are 
payable absolutely to a beneficiary, 
the benefit vests in her the moment 
the insured dies. Obviously if the 
policy is payable in one sum, the com- 
pany would have no right to dictate 
what she should do, or not do, with 
the money when it pays it over to 
her. The same is true if the policy 
is payable in instalments, if they are 
payable to her or her executors, ad- 
ministrators or assigns. Whether the 
benefit is payable in one sum or in 
instalments, if it is hers absolutely it 
vests in her at death, and her control 
of it is not legally subject to restraint. 

There is, however, a well established 
principle of the law regulating trusts 
which permits restraint to be placed 
upon the holder of a life estate. If 
for instance a man leaves to his widow 
a life estate in his home, The property 
to pass to his eldest son on the 
widow’s death, then she can be re- 
strained in the handling of the estate 
and may be denied, for instance, the 
right of tearing down, altering or 1e- 
building the house. This is because 
she is not an absolute owner, but 
merely has the enjoyment of the prop- 
erty during her lifetime. 

Protecting the Beneficlary 

Applying this principle to income 
policies, in which twenty instalments 
certain are usually guaranteed whether 
the beneficiary lives to receive them 
all or not, the contract can readily 
be drawn so as to leave the beneficiary 
in the position of the holder of a life 


dered possible by merely providing 
that the twenty instalments certain 
are to be payable to the beneficiary 
if living, while if she dies before re- 
ceiving all of them, the remainder are 
to be payable, not to her estate, but 
to a third party—say the estate of the 
insured. This leaves the beneficiary 
owning a life estate only, and justifies 
such an agreement between the in- 
sured and the company as will insure 
his intention as to the receipt by the 
beneficiary of an income, and prevent 
her disposing of it. I quote such an 
agreement as is now in use by the two 
companies previously referred to: 

“It is specifically agreed between 
the parties hereto, .or themselves and 
their legal representatives, that the 
beneficiary under this policy shall] not 
at any time (without the written con- 
sent of the insured in form satisfac- 
tory to the Company and filed with 
and accepted by it during the life- 
time of the insured) have the right to 
demand or receive in lieu of the in- 
stalments hereunder payable the com- 
muted value of the same nor to bor- 
row from the Company on the security 
thereof, nor in anywise to anticipate 
or alienate the benefits payable here- 
under. Any person or persons, in ac- 
cepting or acquiring any rights here- 
under, shall be deemed thereby to ex- 
pressly ratify this agreement and this 
policy in all its parts.” 

Commuted Value 

If the fulfillment of our income poli- 
cies is going to be of marked service 
in educating the public to the true 
value of life insurance, we should 
draw them so that they will in truth 
fulfill the purpose for which they were 
purchased. As it stands now, under 
the majority of income policies, there 
is nothing in the contract to prevent 
the company from paying a commuted 
value if its managers see fit to so 
honor a request from the beneficiary 
in the future, nor to prevent the ben- 
eficiary from divesting herself of the 
income after the purchaser’s death, by 
assignment or deed ot sale. 





WHAT ALBANY AGENTS CARRY 

One day recently 14 general agents 
of the various life insurance companies 
were dining at the Albany club when 
someone suggested that each general 
agent write on a slip of paper the 
amount of insurance he carried on his 
own life. This was done, all names be- 
ing omitted from the slips. The slips 
were gathered up and totaled and it 
was found that the aggregate was 
$378,000 of life insurance, making an 
average for the 14 general agents of 
$27,000 apiece. The general agents 
present were S. V. Soffin, E. B. Cantine, 
Crales C. DeRouville, James Q. Barcus, 
Henry H. Kohn, Pancoast Kidder, Emory 
L. ‘Marsters, M. M. Mullenneaux, W. B. 
Phelps, C. H. Porter, C. R. Tripp, W. 
F. Winship of Albany; D. A. TerBush 
of Schenectady and F. C. Brehm of 
Troy. 





APPROVE CAMPBELL NOTE 

Probate Judge Holtcamp of St. Louis 
has approved a claim of $1,012,930 
against the estate of James Campbell 
which represents principal and interest 
claimed by the Northwestern Mutual 
Life on a note securing a loan of $1,- 
500,000 on the site of the Grand Leader 
department store. 








Third Vice-President Edward Gray’s 
“Fireside Talk”—Teaching Work- 
men to be Independent 





Edward Gray, third vice-president of 
The Prudential Insurance Company of 
Newark, made an interesting talk on 
“Fireside Campaigning,” saying in part 
as follows: 

“Mr. Wm. C. Johnson spoke about the 
income policy and carrying out the 
intention of the insured. Now, as John 
Smith sits at his own fireside, look- 
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ing into the faces of his wife and his 
children, that other thought that Mr. 
Duffield brought out, I think comes in- 
to play. ‘Mary, I would like to leave 
this home and this fireside to you 
when I am called away.’ That sug- 
gests the thought, ‘How much would 
it cost to enable me to do that very 
thing, to leave the home, keep the roof 
tree intact and to make you independ- 
ent?’ 
Quotes Bobbie Burns 

“I want to quote to you Robert 
Burns about thrift and the gathering 
together of that which would make 
a family independent: 

‘Not for to hide it in a hedge, 

Not for a trained attendant, 

But for the glorious privilege 
of being independent.’ 

“I think that we will push the sale 
of the monthly income policy, and 
make a man feel that he must take 
out insurance in large enough amount 
to make sure that his family will have, 
after his decease, the comforts of 
home that they have been having 
during his lifetime. Thai will accom- 
plish a great deal for the cause of 
life insurance. 

Prudential Monthly Income Payments 

“The Prudential is paying at the 
present time, between 60 and 70 month- 
ly incomes every month. We believe 
the number will increase because our 
volume of business is increasing. We 
are doing something that is going, in 
the long run, materially to help the 
business of monthly incomes for the 


(Continued on page 10.) 








Reserve Loan Life 
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Right Teaching Makes Good Salesman 


By A. Clover, President Royal Life 
Chicago 








“IT have sold insurance from cellar to Arguments With Women 
garret. This fireside talk is good. The “ 
Feason why a great many of the Boys j,olta"Scn tinss mote” women, thas 
- ig ~~. gee tig — — this room will hold and you could then 
iy aaah Fon ‘a good many fellows PUt another room to it, and I have got 
selling ordinary insurance do not write a oR ag — ae te aes in Gee 
more women, is because they are afraid A woman may say: ‘If anything hap- 
of the women. Many times they write pens to me Tom can take care of me.’ 
the ordinary policy, and very frequent- | say: ‘Is that any reason why Tom 
ly are ashamed of their job in place of tt k ¢ you, in th t 
being proud of it. In instructing our a id di : * ‘“" * ‘s m the oven oe 
fellows in Chicago who write industrial ) 7° to Haven't poling Fy ony Reed 
insurance—we have been fairly success- pals aren’t you pals, aren’t you part- 
ful so far with our schools on Satur- ra? Why don’t = tak li t 
day morning—I asked them very fre "Ss: - ‘th toy ie +" y *- 
quently if they have got acquainted yet aoe ait Gas aa ae pt “ae 
with the father of the home, the ordi- ing. Then at last but not least ig it 
nary men. Have you gotten acquainted right for a young man to take a life 
ee se beneficiary or mother of insurance policy, is it right for a young 
Must Scteve ta tacuranee woman to take life insurance for the 
“an order for a man to make a success Protection of their old folks? If they 
- Prndvasecy, dust should die why the old folks are still 


in the life insurance business as a sales- 
man—and I have made a success as a oy gee ad Sate CES 6 ey 


life insurance salesman and propose to 

keep on selling life insurance as long “One little story I use. Maybe some 
as I live—if he wants to get close to of you gentlemen would like to know 
the fireside he must be taught right. it. I will tell it. I ask this question: 
He is not to be given a red book and ‘Now, Brother Stevens, you believe in 
a financial statement and a how-do-you- saving money for rainy days, don’t 
do to the big officers of the company— you?’ ‘Absolutely; yes.’ Every fellow 
not at all. In order for a man to make will say he believes in saving money 
a success selling life insurance he for a rainy day. What is a rainy day? 
niust first believe in his heart and. soul I will tell you. There are only two 
that it is right for a man to carry a rainy days in the history of any man’s 
life insurance policy for the protection hcme, in the history of that fireside. 
of his family. He must be taught that One is old age. The other is a stormy 
it is right and must believe in his heart day when you die. You are taken out 
that it is right. And, in the next place, early during the family raising time to 
he must be taught that it is right for leave the little folks on hand. Life 
the wife to carry a policy of life in- insurance policies cover both, the rainy 
surance for the protection of the day, the old age, the rainy day and 
family. death.” 





effect upon the ordinary business and 
bring home to the mechanics’ em- 
ployer the need of providing for his 
family, a monthly income to make sure 
that the family will have the same 
benefits after his death as during his 


PRU’S INCOME POLICIES 
(Continued from page 9.) 
ordinary companies. I can recall the 
time when Senator Dryden spoke be- 
fore the Philadelphia Underwriters and 
told them that he represented small 
things of life insurance, and then went 
on to point out the character of the 

work being done by the industrial HELD TO BE INSURANCE 
agent, carrying the gospel of life insur- The Supreme Court of Ohio has hand- 
ance and protection into the homes of ed down an opinion affirming the 
the people through the length and Franklin County Court of Appeals. A 
breadth of the land. monthly payment plan to guarantee 

“To-day The Prudential has on payment of funeral expenses is held 
sale a weekly income industrial policy, to be insurance. 





which will in time accustom the me- $$$. 
chanic to leaving for his family an Application has been made for a 
income for a period of thirteen weeks charter for the Shenandoah Life of 


or twenty-six weeks. As the indus- Roanoke, Va. 
trial business reaches right down to 
the plain people, it follows that in the Wendell M. Strong, of the Mutual 
course of a few years there will be Life addressed the Boys High School 
so many thousands of weekly incomes of Brooklyn this week on opportunities 
being paid, that it must have its in insurance. 














Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Inc. 1851 


New policies with modern provisions Attractive literature 
W. D. Wyman, President W. S. Weld, Supt. of Agencies 








The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 1913, over Eight Million 
(average One Million a month). 

We want a capable general agent for vacant office. 

Important open territory. 











“BUILT FOR ALL TIME” 








. _ 

z San Antonio Life Insurance Co. 

= SAN ANTONIO, TEXAS 

<= GROWTH IN ASSETS INSURANCE IN FORCE 

5 .. $426,085.00 1910 .. $2,629,020,00 
485,915.57 1911.. ‘ 4,083,650.00 
543,004.04 1912.. .. 4,715,584.00 

INTEGRITY | | | a eppeneane 6,134,044.00 





Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 








Total Abstainers’ Policy 


means a direct money advantage to the in- 
sured and a wonderfully big advantage to 
the agent over his competitors. Ask us. 


Peoria Life Insurance Company 


PEORIA, ILLINOIS 











The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913..........$23,869,332.00 
DE piavvsecnsoteeeasesoesbee coacees Gee 


Reserve ........ dss s webne cakes weceenceow | ee 
ID. (655i oe op aa aod ae lnc oe alee aa la 453,249.23 
Death Losses ........... errr her ree 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. 











Note the liberal dividends—note, too, the extremely 
low net premium rate. 


An argument like this backed by the Union Central’ s 
good name, is a business-winner unsurpassed in the 
field of life insurance. 
Hundreds of men everywhere have found this just the Success 
Opportunity they wanted. YOU, too, can make good as a Union 
Central Agent. 
Pres., or Allan Waters, Supt. of Agents. 


Che Union Central Life Insurance Co. 





Study this typical 


Union Central Policy! 









Write now for particulars to Jesse R. Clark, 





OF CINCINNATI 
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CASH VALUES AND LOANS 


JOHN B. LUNGER GIVES VIEWS 








Time Coming When Entire Reserves 
Will be Subject to Demand 
Payments 





The remarks of John B. Lunger, vice- 
president of Equitable Life Assurance 
Society, on cash and loan values, made 
at the Association of Life Insurance 
Presidents, were followed by the keen- 
est interest, as this subject is one that 
is uppermost in the minds of many 
underwriters and Mr. Lunger is one 
of the great authorities on all under- 
writing and financial questions. 

Carry Loan and Cash Values to 
Extremes 

Mr. Lunger took up for discussion Sec. 

No. 101 of the laws of 1906. After three 


‘years’ premiums have been paid, tne 


company under this section must at 
any time while the policy is in force, 
advance on proper assignment or pledge 
of the policy, and on the sole security 
thereof, at a specified rate of interest, 
a sum equal to the reserve at the end 
of the current policy year on the policy 
and on aly dividend additions thereto, 
less a sum not more than two and 
one-half per centum of the amount in- 
ured by the policy. 

- The policy loan thus provided Mr. 
Lunger called the off-spring of the cash 
value and like its parent it has strayed 
into tracks divergent from the oid 
main road. As in the case of cash 
values, loan values have been carried 
to extremes, the general practice being 
to loan, as well as to give as a cash 
value, the full reserve upon the policy 
after the tenth year of insurance. 

Of the two concessions the cash 
value is the more defensible, Mr. Lung- 
er said, on the theory that it is wiser 
for a man to sell his house than to 
risk its loss by excessive mortgaging. 
No concession ever granted has caused 
graver disappointment to beneficiaries 
than policy loans. This is particularly 
true when taken with the assistance 
of the change of beneficiary clause, 
whereby the wife of the insured is too 
frequently denied a knowledge of the 
transaction. In two companies at least, 
in the case of policies drawn in favor 
of the wife, unless the insured insists 
upon his privileges under the change 
of beneficiary clause, an effort is made 
to obtain the wife’s signature to the 
loan papers. It is surprising how often 
the mortgage of a policy .is thus 
avoided. 


One Class of Loans Justifiable 

One class of loans—those taken out 
on policies issued for the protection of 
business ventures or for surety com- 
mercial purposes, are always justifiable, 
the speaker said. They are serving 
a purpose for which the contract was 
entered into. But one cannot view with 
equanimity the taking of loans on poli- 
cies issued for family protection, and, 
unfortunately, the greater number of 
loans are taken on this class of poli- 
cies, thereby lessening the protective 
benefits of life insurance. If those who 
have it within their power to make 
and amend laws could know the dis- 
appointments incident to policy loans 
and the hardships which are often in- 
flicted on the insured himself, they 
would find sufficient reason in these 
disappointments alone to amend this 
section so that loans would be man- 
datory only for the purpose of paying 
premiums, “leaving the question of an 
additional loan to the judgment of the 
officers of the companies, but stipulat- 
ing that it shall in no case exceed the 
cash value which, as [ have pointed 
out, should be on a reduced basis.” 

There are many to-day who were en- 
gaged in life insurance in the days 
when cash values were paid, and cash 
leans made, by voluntary concession 
only, no guarantees being embodied in 
the policies. Mr. Lunger said he did 
not believe that any person at the 
meeting could recall a complaint by a 
policyholder of injustice or even of 
embarrassment excepting possibly, in 
the case of one or two companies 


which declined to make loans on any 
pretext even for the purpose of pay- 
ing premiums. 

The Situation in England 

In foreign countries where life insur- 
ance has been practiced longer than 
here underwriters have prudently 
abStained from following our lead with 
respect to maximum cash values, al- 
though they have adopted several 
American innovations. In a review of 
the cash surrender values offered by 
the English companies, he found that 
in the case of thirty-nine the cash 
values range from 25 per cent. to 50 
per cent. of the premiums paid. The 
values for all ordinary durations of in- 
surance are much below the reserves 
held under the policies. In general the 
values are fully 20 per cent. lower than 
in this country. 

The English companies also grant 
policy loans and the prospectuses 
of the companies show that in 
practice the loans are limited to the 
vaSh surrender values which as above 
stated are always well within the re- 
serves. 

ihe policy of one company contains 
a rather unique provision to the effect 
nat in case the rate of discount in the 
wank of England is 7 per cent. or more 
at the time the cash value is a. lied 
ior the directors may either Jay a Te 
uuced value or defer pPayme... until the 
rate falls below seven per cent. That 
the person who drafted this condition 
possesses, among his other traits, that 
of perspicacity is only too well evi- 
denced by the present distressing con- 
ditions on the other side of the sea. 

French Cash Values 

Mr. Lunger also inquired into the 
practice of the French companies with 
respect to cash values. He found that 
the policies of the leading companies 
provide for such values, but the 
amounts instead of being specified in 
the contracts are subject to the rules 
of the board of directors at the time 
of surrender. Except in the case of one 
company the values do not exceed 85 
per cent. of the reserves, closely fol- 
icwing the English practice. Again in 
France, as in England, loans are made 
up to an amount not exceeding 95 per 
cent of the cash value. One of the 
french companies provides a check 
against declining values in securities 
vy stipulating that in case French 
rentes are quoted below 90, the cash 
value may be reduced. 

More Conservative Abroad 

From this statement of foreign prac- 
tice it will be seen that both in the 
granting of the cash values and the 
granting of policy loans, the English 
and the French companies are far more 
conservative and prudent than the 
American companies, avoiding extreme 


liberality and safe-guarding their 

policyholders by keeping their pay- 

ments fairly within the reserves. 
Investments 


“Another point with respect to cash 
values and policy loans which we must 
consider,” said Mr. Lunger, “is that the 
investments of the life insurance com- 
panies are made with regard to the 
maturity of the policy contracts and 
the continuance of the business under 
normal conditions. The two most com- 
mon forms of investment, therefore 
are mortgages and long-time bonds. 
When money is easy and there is an 
active investment market, it is possible 
to realize upon bonds, or to collect a 
part at least of the mortgages which 
mature. On the other hand, under 
unfavorable conditions these two class- 
es of securities are anything but liquid. 
Consequently it follows that if unduly 
liberal cash values and policy loans are 
to continue to be a feature of policy 
contracts the life insurance companies 
will eventually be required to make 
short-time or call loans. These forms 
of investment are now practically 
denied to life insurance companies. 

“At present there are apparently only 
two ways by which the companies can 
protect themselves against the possi- 
bility of a long continued drain if one 
should occur in the years to come. One 
is by carrying large cash balances, 
which is obviously objectionable; and 
the other is by purchasing short-time 


bonds, of which there are cOmpara- 
tively few in the market. And if life 
insurance should develop competition 
for this class of investments, the price 
would be raised to such a point as to 
make the returns inadequate. 

Cash Guarantee of Investments 

“in my opinion the question of the 
possible ultimate effect of cash guar- 
antees on investments is one of the 
most important before us to-day and 
especially as such guarantees are 
gradually converting each company, to 
the extent of its reserves, into a sort 
of a combination of a life insurance 
company and a savings bank,” said 
Mr. Lunger. 

“It is difficult to make an estimate of 
the proportion of present reserves 
which are subject to cash demands, but 
it is a considerable percentage of the 
whole. As the old policies which do 
not provide for cash are becoming less 
in number each year we may look 
forward to the time, perhaps only fif- 
teen or twenty years hence, when 
nearly the entire reserves will be sub- 
ject to demand payments unless the 
tenor of things is changed in the 
meantime. 

“We already know that the introduc- 
tion of cash guarantees in our policies 
has produced some interesting prob- 
lems, but whether, like the prudent 
English manager who bases the cash 
values of his company on the interest 
rate of the Bank of England, we are 
endeavoring to forecast the future with 
the help of the economic phenomena of 
recent years, is another question. 

Defects of Present System 

“To my way of thinking, the defects 
of the present situation are funda- 
mental. Our cash values and loan 
values need to be brought down to the 
level that will not be an inducement 
to the easy forfeiture of the insurance 
but which will tend rather to per- 
manence in the carrying of the policy. 
I am aware that there is a body of 
opinion which believes that three or 
six months’ notice of intention to bor- 
row or to demand the cash value is a 
sufficient corrective. Believing as I do 
that the defects are fundamental I can- 
not help feeling that a three or six 
months’ notice is but a _ superficial 
remedy. Faults which are basic and 
have within them the possibilities of 
becoming a menace cannot be cured 
by postponement.” 





TO HANDLE PUBLICITY HERE 





Plans of National Association of Life 
Underwriters—Meeting of Execu- 
tive Council 





At the meeting of the executive 
council of the National Association of 
Life Underwriters, held at the Hotel 
Astor, Saturday, December 12, the re- 
ports of the various committees were 
received and discussed. The report of 
the transportation committee was 
threshed out and adopted, the particu- 
lar feature being the routing arrange- 
ments and the special reservations. 
Life underwriters traveling toward the 
west will probably have the opportunity 
to use alternate routes going by way 
of the Canadian Pacific, the Santa Fe, 
or straight across the continent on a 
more direct route. Further informa- 
tion as to this matter will be announced 
later. The tentative dates selected for 
the next annual convention at San Fran- 
cisco are August 10-12. 

The report of the cOmmittee on edu- 
cation and conservation, Warren M. 
Horner, chairman, was an interesting 
feature of the session. It is probable 
that Mr. Horner will not be able to 
give as much time to this work as here- 
tofore, as the demands on his time from 
his agency are growing. 

While not definitely settled it is ex- 
pected that this work will hereafter be 
handled from the office of the corre 
sponding secretary, E. M. Ensign, in 
this city. No date was definitely set for 
beginning the advertising campaign, 
but it is expected that it will com- 
mence as soon as the necessary 
arrangements can be made for paying 
in the money subscribed by the differ 
ent local associations. 


TECHNICAL CLAIM METHODS 


REJECTIONS NOT WELL FOUNDED 








Criticism of Columbian Protective As- 
sociation by Insurance Department 
Shows Sharp Practice 





Decided criticism of the methods of 
doing business of the Columbian Pro- 
tective Association of Binghamton, are 
contained in the report on the claim 
settlements of this fraternal assess- 
ment association which has just been 
completed by the New York Insurance 
Department. 

The examiners say that of the 1,483 
claims made upon the association dur- 
ing 1913 for sick, accident and death 
indemnity, approximately one-third 
were rejected. During the first nine 
months of 1914, claims numbered 1,156. 
The report states that the Company 
is in the habit of rejecting claims for 
indemnity even if they are only a day 
or two over the ten or twenty day 
limit set for notice to the Company— 
depending whether it is a sickuess or 
accident case. 

On the other hand the association 
literally construes that section which 
requires the attendance twice a week 
of a physician for a disabled member 
and if the doctor is consulted only 
once a week, the indemnity is paid 
only for that week in which the dis- 
abled member consults the physician 
twice in a week. 

Must Visit Twice Weekly 

This is ground for frequent rejections 
of claims. The fact that the patient 
was continuously disabled is not con- 
sidered by the association. The re- 
port says in this connection, “In the 
opinion of your examiner, this and the 
late notice provision cause mure dis- 
satisfaction among claimants than all 
others combined.” 

The report states thet an inspection 
of the claim register shows that the 
provisions requiring two months to in- 
tervene before a claim may stand for 
sickness or death benefits, after the 
insurance is issued, caused the rejec- 
tion of about 17 per cent. of all claims, 
during 1913. 

No benefits whatever are allowed 
for certain diseases, specified in the 
policies, and all claims for disabilities 
caused by such diseases are rejected. 
In disabilities of short duration, no 
claims are paid for the first week 

The handling of claims is criticised 
severely in the report and the exam- 
iner suggests that a memorandum stat- 
ing the method of making the investi- 
gation and the conditions found, would 
make a much more satisfactory record 
than was found in many of the cleim 
jackets which were merely marked, 
“Examined and found working” or “Ex- 
amined and not disabled.” 


The report among other things 
scores the practice of the Columbian 
Protective in not maintaining at the 
home office a positive record of when 
premiums are paid. This has caused 
considerable differences. In concluding 
the report the examiner states that 
technical treatment of claims is not 
sufficient and that the equity of them 
should be considered. 





ASK RECEIVER 


Suit for a receiver for the South 
Bend Life Insurance Company has been 
filed in the St. Joseph County Court, 
Missouri. Assets are $35,855, a peti- 
tioner claims; and liabilities, exclusive 
of capital stock, $48,463. 


The Canada Life Insurance Com- 
pany’s Christmas number of its agency 
paper “Life” is an unusually attractive 
edition. 





The Franklin Life of Springfield, 
Tll., will go on a strictly non-narticipat- 
ing basis after December 15 It an- 
nounces that for a number of years, 
the proportion of non-participating 
business issued has been steadily in- 
creasing. 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 














The International Life 


The of St. Louis thinks 
Death Claim that a list of death 
List claims paid by the 


Company is one of 
the greatest helps in winning pros- 
pects. Its arguments follow: 

Claims paid are powerful persuaders. 

They form an unanswerable argu- 
ment in your favor. 

Results shown can never be disputed. 

Claims paid show just what your 
company will do for your prospect’s 
family. 

Claims paid mean that the family 
in each and every case got the money 
right away. 

No lawyer, no administrator, no 
guardian, no court red-tape—none of 
these, with the long-waiting time that 
each requires—was needed to get the 
life insurance money! 

The life insurance money was paid 
within a day or ten days—instead of 
a year or two, as in getting estate 
money. 

Blaze your prospect’s mind with the 
wonderfully compelling claims paid 
glory! 

Show him his family getting the big 
pile of money immediately to go right 
on paying the many expenses of their 
support that he now has to pay. 

Ask him if he wants his family to 
cringe and crawl to relatives or others 
for money to tide them along until his 
estate can be settled. 

Then bang at him how the lawyer 
and administrator fees will eat big 
holes into whatever he leaves! 

Oh, it’s a joy to show up the won- 
ders that life insurance does for a 

! 


Thank your God that you represent 
such a wonderful help to needy 
humanity! 

o a s 
The chief attraction in the 

Slave insurance business, according 

or to J. F. Lamb, of La Crosse, 

Boss Wis., is “I am my own boss,” 

which leads him to make this 
observation in a Prudential publication. 

And yet, when we come to analyze 
the matter, we many times find that 
man to be not his own boss, but rather 
“his own slave,” a slave to his own 
comfort and convenience. Not know- 
ingly or willingly, perhaps, but rather 
on account of the fact that he does 
not thoroughly understand all that is 
actually meant by being his own boss. 

And now, which are you, slave or 
boss? 

Do you sometimes get a late start 
and then, being in a hurry, fail to find 
the time necessary to talk new busi- 
Do you endeavor in a half-heart- 
ed sort of way to save a lapse? Do you 
sometimes pass up a night call, decid- 
ing that you are pretty tired anyhow, 
and later on discover that the other 
fellow has written that policy? Are you 
out canvassing for new business in a 
leisurely way, being satisfied with a 
moderate margin of increase? Are you 
indifferent about your arrears and ad- 
vance payments, never having had the 
ambition to head your district’s bulle 
tin in this respect? If you are doing 
these things, Or even some of them, 
you are standing in your own light, and 
sooner or later, you are going to have 
to suffer the consequences. You are 
being your own slave. 

. - 


It is a mistake for a 


The Need of life insurance man to 
Broadening work along narrow 
Out lines. He should 


broaden out and culti- 
vate the ability to interest all classes 
of people, says the Security Life of 
America. Every man of any occupa- 
tion who is able to pay for a policy he 
should regard as his prospect. ' This 
practice will give him the widest field 


of otneiiionn and will enable him to 
direct his efforts to the most promising 
class at different periods of the year 
and when occasion requires, to quickly 
and profitably shift his base. This plan 
will always give him, too, the largest 
number of prospects within any given 
area. 

This is the time to broaden out. 
There are plenty of prospects—only 
we must look for them where they are 
and that will mean in some cases a 
change of base and work with an en- 
tirely new class or classes of persons. 
The important thing is not to allow 
yourself to be circumscribed in your 
activities. Our business allows us the 
largest liberty as to field of operations 
and of persons solicited. One man who 
was counting on a large business from 
a certain factory suddenly found that 
there would be no business in that field 
just now. He has gone to the country 
and found the farmers splendid pros- 
pects. Another man who found him- 
self handicapped by two years of drouth 
in his territory has shifted to another 
section of the State and is writing a 
record-breaking business. This is the 
right method. We must broaden out— 
go where the business is. Pick out the 
classes that have money, that are mak- 
ing money whether in the town or out 
of it, and make them our prospects. 

For every man who follows this plan, 
there will not only be certain success, 
but any temporary disadvantage that 
he may have experienced will turn out 
to be a blessing for he will not only 
maintain his income but he will be- 
come a stronger and more efficient in- 
surance man. 





THE “FRIEND” EXCUSE 





Mutual Benefit Agent Makes Clever 
Argument in Competing With 
Case of Favoritism 





Every insurance agent has had to run 
counter to the argument of a prospect 
“I am going to insure with a friend of 
mine.” S§. L. Owen, of The Mutual 
Benefit’s Newark agency, recently met 
this statement with the following 
message: 

“IT admire you for desiring to help 
your friend, and if other things are 
equal I certainly would favor your in- 
suring with him. Of course, you 
appreciate that your friend cannot dis- 
charge or alter the contract which he 
may sell you. When your policy be- 
comes a claim, your beneficiary will 
have to deal with the Company accord- 
ing to the terms of its contract, and 
not with the sympathy and good will of 
your friend. You are taking this insur- 
ance for life, and your interest, and 
that of your family, is a ‘permanent’ in- 
terest. The need of your friend and 
your interest in him, so far as this 
transaction is concerned, is only ‘tem- 
porary’ and at the most, can only be 
represented by the actual commission 
on the policy. I cannot believe that 
you are willing to defeat your ‘perman- 
ent’ life interest in the policy, and all 
it means to yourself, and your family, 
for the sake of a ‘temporary’ interest 
toward your friend. It would be far 
wiser to give your friend the equival- 
ent of the commission in money, rather 
than to buy an inferior policy from him, 
with which you, and your family, must 
constantly deal.” 

BELIEVED IN HIS WORK 

Bernard McGinnity, an agent of the 
Fidelity Mutual in Rochester, N. Y., 
has not only written a large volume of 
business, but he believes in his work. 
He not only regarded the disability pro- 
vision as a good thing to sell, but also 
as a good thing to buy. As a resulf, 
while he is now totally and permanently 
disabled, his insurance has been re- 
corded paid up. 


THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 


OF PITTSBURGH .. .. 


are higher this year than ever before. Our 

attractive Accident and Health Policies 

have helped them to make more money. 
Write for a LIFE, ACCIDENT AND HEALTH Contract to 


Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 








K. P. MELSON JOHN G. HOYT 
President Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


Special Inducements fer 
General Agency Contracts 


Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has Ali Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium Reductien. 

Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cest. 








Home Office: ST. LOUIS, MO. 














A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN "MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSUR ANCE 
PROPOSITION which in the sum of ALL ITS BENEFTTS, 
is unsurpassed for net low cost and care of interests of 


all members. 


THE PENN MUTUAL, 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 











A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 











Pan-American Life Insurance Company 


New Orleans, Louisiana 
C. H. ELLIS, President 





Total Insurance in force December 31st, 1913.............$13,280,108 
Total Resources December 31st, 1913...........+-+ 2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the develop t of | ve agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 
Whitney Central Building 
New Orleans, Louisania 
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Relation of Life Insurance to the Credit Fabric of Business 


By A. BARTON HEPBURN 


Mr. Hepburn is Chairman of the Board of Directors of the 
Chase National Bank of New York 


(Continued from last week.) 








With such thoughts in mind it is 
interesting to note the activities of 
life insurance companies, in urging life 
insurance, as a means of circumvent- 
ing the disaster almost sure to follow, 
in cases where death removes from 
the management of a business the man 
whose foresight and ability have made 
the business a success. Of course, the 
mortality chances in such cases, under 
the law of average, may not be very 
great, but they are chances which a 
concern, dependent largely upon one 
life, may well hesitate to take. Hence, 
the growing custom, to shift the risk 
to a company, which, by insuring many 
lives, invokes the law of average, thus 
making certain that its losses shall not 
in the aggregate be abnormal. I am 
told that this kind of insurance is 
now being written in large amounts 
to cover, not only the dependence of 
one partner upon another, but also of 
corporations upon their managing 
geniuses, their inventors and other 
persons upon whom success is largely 
dependent. Life insurance is also be- 
ing made-to serve the useful purpose 
of insuring creditors against the death 
of debtors whose ability to pay their 
debts is more dependent upon their 
living than upon the amount of prop- 
erty they may own. I borrowed money 
to finish my education, and had my life 
insured as collateral. The party mak- 
ing the loan believed I would repay 
the same if I lived, and that the insur- 
ance company would if I did not. 
These useful functions tend to remove 
uncertainty and chance of loss from 
daily business transactions, which is 
most important in establishing and 
maintaining credit relations. It shows 
how rapidly and how intimately life 
insurance is being interwoven with 
current businss. 

When it comes to extending credit, 
the average business man does not, per- 
haps, have in mind any set of rules 
or formulae. He does not attempt to 
analyze and catalogue the qualities the 
applicants should possess, as a basis 
for the credit they ask. He reaches 
a conclusion by the short cut to which 
he is accustomed, viz.: the man’s man- 
ner, appearance, reputation, financial 
standing, and somewhat by his words 
and promises. He should in some 
way, either general or specific, by in- 
quiry or intuition, seek and obtain 
answers to a number of questions such 
as these: Has the man ability, self- 
control, prudence and forethought? Is 
he cautious, frugal and normal in his 
habits of life? Has he a sense of jus- 
tice and a proper regard for the rights 
of others? Is he accustomed to as- 
sume responsibility, and does he under- 
stand the need for being prepared to 
meet emergencies? Is he home-loving, 
industrious and mindful of duty? Is 
he progressive, and likely, therefore, to 
keep pace with his competitors? Does 
he know how to get money’s worth 
for money expended? Is he fickle and 
erratic, or are his habits fixed and his 
purposes in life well-defined? Has he 
integrity and reputation and does he 
cherish his standing among his fellow- 
men? Is he selfish and self-centered, 
or does he think of others, and espe- 
cally of wife, children and those who 
may be dependent upon him? 


Judging Credit by Amount of Life 
insurance 


Surely it will require no argument 
before a group of life insurance ex- 
perts to prove that a careful and de- 
tailed inquiry as to the life insurance 
a man carries would shed light upon 
each of the questions I have attempted 
to formulate and to which many others 
of similar import might well be added. 


Suppose, for example, in seeking in- 
formation as to a man’s forethought, 
prudence, caution, frugality, unselfish- 
ness, reliability and other qualities 
which go to make up high character 
and good repute, we should ask how 
much life insurance he carries, of what 
kind and for how long has it been 
carried, in what companies has it been 
taken out and is it for the protection 
of the family or the business or both? 
Could we find anywhere better evi- 
dence of the working of the man’s 
mind, of his habit of life, of his sense 
of responsibility, and, in fact, of all 
those qualities upon which we must 
rely for fulfilment of promises so far 
as personality is concerned? Of course, 
inquiries concerning a man’s life insur- 
ance will not answer all of the ques- 
tions involved in the matter of extend- 
ing credit, nor any of them conclusive- 
ly, but 1, dowbt if there is any one line 
of inquiry that could be made of a 
man who has reached middle age, after 
having been engaged in business for 
several years, that would come as near 
showing both ability and determination 
to meet obligations and keep promises. 

The need for making such inquiries 
is of growing importance. There was 
a time when it was the rule, even 
among conservative business men, to 
carry largely, if not entirely, risks of 
fire, accident and death, against which 
to-day it is almost the universal cus- 
tom to insure. Then a lack of life 
insurance did not carry special signifi- 
cance. ‘Now the failure of a man to 
take the precautions which are com- 
monly taken by his fellowmen is a 
fact of such importance as to put the 
prospective creditor on notice, and call 
for careful inquiry as to why he thinks 
he can disregard what has come to be 
the common judgment of mankind. Or, 
to put it another way, the man a gen- 
eration ago who carried life insurance 
of large amount was so exceptional as 
to excite inquiry as to his reasons and 
motives for so doing, while to-day it 
is the man who thinks he can afford 
to do without life insurance that is 
subjected to inquiry. 

Banks have long been accustomed 
to ask large borrowers for a state- 
ment of the life insurance they carry, 
and it seems to me that commercial 
agencies, like Dun’s and Bradstreet’s, 
should ask for similar information for 
use in reaching a conclusion as to the 
credit-rating to which a man is entitled. 
Such information is certainly valuable 
contributory evidence. 


Psychological Element 


In urging the psyschological element 
in credit transactions as disclosed by 
the life insurance a man carries, I have 
in mind largely those dealings in 
which security is neither asked nor ex- 
pected—dealings in which property is 
exchanged for mere promises to pay. 
As to such transactions, faith is, and 
must be, put in a man who makes the 
promise and in his habits of mind and 
conduct, which have crystalized into 
what we are accustomed to term repu- 
tation. I fear we sometimes overlook 
the fact that in making inquiry about 
a man’s property and the profitableness 
of his business, we are really seeking 
information concerning the qualities 
which have led to his success in busi- 
ness. It has occurred to me that the 
combined records of life insurance 
companies, showing those who have in- 
sured and carried insurance for some 
time, those who have borrowed on 
their policies, and those who have not 
committed this offense against their 
beneficiaries, would afford an excellent 
credit-rating of the men whose names 
would thus appear. 
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PENALIZING CARELESSNESS 

Elsewhere in our columns we quote 
in large part the decision of the Court 
of Appeals of New York affirming the 
right of the city of New York to en- 
force proper fire prevention equipment 
installation, and penalizing such as re- 
fuse to observe the requirement. A 
similar ordinance is in force in Chi- 
cago,°and the Fire Prevention Bureau 
of that city is now suing a number of 
property-owners who have neglected or 
refused compliance therewith. Un- 
doubtedly the New York decision will 
have a direct influence upon the Chi- 
cago litigation, and it is to be hoped 
with similar result. 

Proverbially extravagant, Americans 
have been notably so with respect to 
fire losses, and the enormous annual 
waste in this direction is a National 
crime. Happily the people, or a sec- 
tion of them at least, are beginning 
to appreciate the seriousness of the 
situation, and are working to overcome 
it. The inspection service in States 
and cities has had no appreciable effect 
as yet in reducing the waste, for the 
fire loss for 1914 promises to exceed 
by several millions of dollars that suf- 
ferred in 1913, or. for a number of years 
previous thereto. And the reason for 
this regrettable fact is that the propa- 
ganda has been altogether too mild. 
The appeal has been made solely to 
the reasoning power. If measures 
such as those in force in this city and 
Chicago, were generally adopted and 
promptly and impartially enforced, 
property-owners would soon appreciate 
that every fire was a crime, to be so 
dealt with. This is the idea that ob- 
tains on Continental Europe, and is 
credited with being largely responsible 
for the comparatively low loss records 
on the other side. 





MR. GARST 


The interview on compensation and 
State insurance which Commissioner 
Garst gave to the evening Globe of 


New York, the other night sounded like 
the utterance of a man who says to 
himself: “Ill speak if it kills me.” 
Well, Mr. Garst spoke to the extent of 
two or three columns, told the public 
how monopolistic the insurance compa- 
nies are; and, if the net result was that 
the reader grasped the idea that the 
public, to be saved, must get. salva 
tion, through Mr. Garst, who can blame 


him? It is indeed a brave man who can 
beard the lion in Wall Street—or the 
cafe of the Hotel Astor to be exact— 
and fire shrapnel at the people’s 
enemy, the insurance companies. At 
least, it will seem brave to those of 
Mr. Garst’s constituents who will read 
the marked copy of the interview, 
which will probably be mailed to them. 

The unfortunate nature of this epi- 
sode is that the governing insurance 
officials of America should have an un- 
usually important series of meetings 
in ‘New York city—gatherings at which 
newspaper men are welcomed if they 
care to attend—and that the public 
learns nothing about these meetings 
except that a commissioner took a re- 
porter to a corner and filled him full 
of “compensation” whereases and 
wherefores. AS newspaper reporting is 
at a pretty high grade of efficiency 
and intelligence in New York city, the 
managing editors must take the blame 
for ignoring important convention pro- 
ceedings while using the presence of 
a convention in the city as an excuse 
to hang a story which meets the popu- 
lar desire to bang the corporation over 
the head. 


QUESTIONS AND ANSWERS 
Points About Total Disability, Stopping 
Policy Deliveries, Discounting Pre- 
miums and Deferred Premiums 





The following are some questions 
that were asked by Pacific Mutual 
agents, together with replies given by 
that Company’s School for Salesmen: 

“I am told that the Company will 
not discount the payments under a 
Total Disability case. I would like to 
know why.” 

As a matter of policy, having the 
welfare of the individual and his family 
in consideration, it would generally be 
inadvisable. A stronger reason is that 
the original beneficiary under the poli- 
cy retains a contingent interest repre- 
sented by the commuted value of any 
instalments that might be unpaid at 
the time of the insured’s death. There 
is the further consideration that’ the 
disability may prove not to be per- 
manent and the insured regain his 
ability to earn a livelihood. 

“After a policy has been issued, but 
not paid for, has the Company a right 
to stop its delivery?” 

Most assuredly. The Company has 
a moral and legal right to rescind its 
acceptance of a risk at any time pre- 
vious to the delivery of the policy to 
the insured in good health and the 
payment by him of the first premium 
called for by the contract. This step 
is seldom taken, but occasionally it is 
justified by the receipt of adverse in- 
formation which was not in the posses- 
sion of the Company when the applica- 
tion was under consideration. The in- 
contestability of Pacific Mutual policies 
after one year, except for non-payment 
of premium and violation of the re- 
strictions relating to naval and military 
service, renders it very important to 
exercise the closest investigation of 
applicants, and agents should aid the 
Company in this task to the utmost 
of their ability. 

“Will a company discount premiums? 
Is it wise for the policyholder to run 
the risk of loss by death before the pre- 
miums are used up?” 

Any company will discount premiums 
at its operating rate of interest. The 
policyholder incurs no risk, for all un- 
earned premiums will be repaid in the 
event of death. 

“What is meant by ‘deferred pre- 
miums’ in the company’s financial 
statement?” 

All insurance contracts and calcula- 
tions are based on the payment of 
annual premiums in advance. When 

















The Human Side of Insurance 














ROBERT ADAMSON. 


Robert Adamson, New York city’s 
progressive and clean-cut young Fire 
Commissioner, is being widely compli- 
mented upon the successful outcome of 
his suit to enforce. compliance with the 
local ordinance requiring property- 
owners to equip their buildings with 
such fire protective devices as the Fire 
Department may order. (Mr. Adamson 
early recognized the need for compell- 
ing the citizens to appreciate the gravity 
of the fire hazard, and to secure their 
co-operation in minimizing it. The 
enactment of the protective ordinance 
resulted. Like so many other regula- 
tions of this city the measure was 
assumed by certain property-owners to 
be an appeal to the gallery and not to 
be taken seriously. But Commissioner 
Adamson was in earnest, thoroughly 
so, and he promptly invoked the aid 
of the courts in his safety campaign. 
Although fighting hard, the recalcitrant 
property-owner was beaten completely, 
and will now have to pay $1,500 into 
the public treasury as a penalty. Con- 
tinued power to our virile fire com- 
missioner. 

a2 = s 

“Home Run Baker” is the title which 
the Missouri State Life gives to J. R. 
Baker, of Jasper, Tenn., an agent who 
has made a fine record. The editor of 
The Eastern Underwriter asked J. B. 
Timberlake if the “Home Run Baker” 
mentioned in the company’s newsy 
hul’etins is the famous ball player. The 
following reply was received: “This is 
not the ball player, but he certainly 
can knock out home runs when he gets 
into the field with a Missouri State Life 
rate book.” 

* - 

Dr. Leslie D. Ward, who at the time 
of his death was vice-president of The 
Prudential, left an estate of $2,847,938. 

. * 7. 

Cc. M. Odell, of White & Odell, the 
aggressive general agents of the North- 
western National Life in Minnesota, 
led the Company’s producers in Novem- 
ber. 


a quarterly or semi-annual premium is 
accepted it is with the understanding 
that the policyholder is liable for the 
balance of the annual premium. AM 
such balances outstanding when a com- 
pany’s financial statement is drawn up 
are reported under the head of “de- 
ferred premiums.” Except in the com- 
paratively few cases of policies which 
have no cash values, they are abso- 
lutely realizable assets, for the com- 
pany will collect them before granting 
surrenders or paying death claims. 


W. A. Day, president of the Equitable 
Life Assurance Society; George T. Wil- 
son, second vice-president of the Equit- 
able; F. W. Lafrentz, president of the 
American Surety Company, are three 
of the members of the Board of Gov- 
ernors of the newly organized Bankers 
Club of America which in March will 
open quarters on two floors and the 
roof of the new Equitable Building in 
New York city. The membership of 
this club will be one thousand, the 
leading financiers of America having 
already joined. A. Barton Hepburn, of 
the Chase National Bank, who read 
such an interesting paper before the 
Association of Life Insurance Presi- 
dents last week, will be president of 
the club. 


Burton R. Mansfield, of Connecticut, 
is one of the most cultured, intelligent 
and able of the insurance commission- 
ers. A collector of art, a student of 
books and men, his graceful personality 
adds distinction to the convention of 
the commissioners. Mr. Mansfield did 
not seek the appointment, as he is a 
lawyer with a large practice, and a 
man of means, but for years he has 
been a warm personal friend of Gov- 
ernor Baldwin and took the post after 
much solicitation. Representing a con- 
servative State, which frowns upon 
radical legislation. Mr. Mansfield has 
been in rather a difficult position, but 
he has been a broad minded student 
of the times, which has enabled him 
conscientiously to reject so-called West- 
ern ideas that are too socialistic, while 
favoring those from that section of the 
country which are in the nature of real 
progress. When he retires the com- 
missioners will lose one of their most 
valuable associates. 

> . . 

John E. Smith, underwriting manager 
for the First National Fire, of Wash- 
ington, D. C., was recently on the 
Pacific Coast getting in close personal 
touch with his Company’s agents and 
business in that important territory. 
Since assuming the direction of the 
First National’s affairs Mr. Smith has 
reorganized completely its underwrit- 
ing policy, and has injected virility and 
confidence into its field force. He 
knows the insurance business and is 
determined that the Company shall be 
handled along thoroughly approved 
lines. To attain this end he is work- 
ing incessantly by day and traveling 
by night. 

. . . 

G. L. Anderson has been appointed 
Third Assistant Secretary of the North- 
western Mutual Life. He has been in 
charge of the bookkeeping division of 
the Secretary’s department. FE. A. 
Crooks has been appointed general 
agent of the Northwestern Mutual Life 
at Boise, Ida. 

. * * 

Charles W. Cool, the well-known local 
agent of Glens Falls, N. Y., who has 
just completed his second term as 
Mayor of that city, has been appointed 
a member of the Board of Governors 
of the Insurance Federation of New 
York. 

. * . 

A. L. Intlehouse, of Providence, has 
been appointed manager for Rhode 
Island by the Connecticut General Life. 
Mr. Intlehouse has had five years ex- 
perience with the Northwestern Mutual 
Life, was formerly in the banking busi- 
ness, and he is an officer in the Life 
Underwriters Association of Rhode 
Island. 





The liquidation of the Union Life of 
Toronto, has declared a dividend of 
69.5 per cent. 





F. O. Bristl, manager of the New 
England Mutual Life at Los Angeles, 
has gone with the Equitable. 
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RESOLUTION IS NOT DRASTIC 


PROPOSED ANNEX LAW MILD 





Great Majority of Underwriters Agen- 
cies Already Conforming to 
the Idea 

Although a serious effort was made 
at the convention of insurance com- 
missioners held in New York city last 
week, to secure legislation antagonistic 
to underwriters agencies, the attempt 
was a complete failure, the bill favored 
by the State officials being afiything 
but revolutionary. 

The measure as finally agreed upon 
simply provides that underwriters 
agencies cannot do business save in 
the name of the parent organization, 
and the distinction between the own- 
ing company and the agency must be 
clearly set forth in all advertising mat- 
ter of the latter. In brief, the idea 
of the commissioners is to prevent un- 
derwriters agencies masquerading as 
distinct corporate entities. 

The requirement. is eminently a prop- 
er one, compliance therewith obdeing 
easily possible by the great majority 
if not all the annexes now in the 
field. As a matter of fact the chief 
agencies advertise very plainly the fact 
that they are merely part of a greater 
organization. 


LOSING GRAIN LINES 





Buffalo Agents Complain of Direct 
Shipments from West to Atlan- 
tic Seaboard 





Local agents of Buffalo, IN. Y., feel 
the loss of grain business which usually 
produce attractive premiums this time 
of the year. Grain, as a rule, is sent 
through the great lakes, stored in the 
Buffalo elevators, thence being dis- 
tributed by rail to various seaboard 
centers. This year much of the staple 
has been shipped by all rail from the 
great grain producing lands of the 
West, to New York, Boston and Balti- 
more for speedy export. 

Another feature of interest to the un- 
derwriting fraternity, general as well 
as local, is the absence of dual 
agency appointments at Buffalo, though 
such representation is now permitted 
under the amended rules of the Buffalo 
Board. Thus far only one important 
company, the Phoenix of London, has 
named a second agency, though specials 
from a score of other offices have 
looked over the situation to the same 


Old time agents, both large and 
are firm upholders of the sole 
representation principle, and_ their 
attitude of opposition has unquestion- 
ably had its influence upon the field 
men and through them upon company 
executives. 





COMMERCIAL FIRE QUITS 





Washington Company Reinsures Major 
Portion of its Risks in the 
Nord-Deutsche 





After a stormy career of three years 
the Commercial Fire of Washington, D. 
C., will retire from business, its entire 
liability save that in California, Arkan- 
sas and under policies written at the 
head office, having been reinsured in 
the Nord-Deutsche, of Germany. The 
liability not at present disposed of will 
be reinsured within a brief time, 
though with what company has not 
been determined. 

The Commercial’s equity in the 
southern building at Washington has 
been sold to the ‘First ‘National Fire, 
which now Owns the entire structure. 
The figure secured, $155,000 is $16,000 
more than was paid, but is $95,000 less 


than the price at which the property 
was appraised by the District Com- 
missioner. A committee of liquidation 
has been formed and the Commercial 
will be wound up as speedily as may be. 





SAVING FOR COMPANIES 





Modification of Maryland Law Govern- 
ing Advertising Will be Appreci- 
ated by Underwriters 





Attorney-General Poe of Maryland 
rendered an opinion in which he holds 
that as the result of a clause inserted 
in one of the insurance acts passed 
during the last session of the Legisla- 


ture insurance companies hereafter 
will be required to publish abstracts of 
their annual statements only in a 


paper published in Baltimore city. 

The Insurance Commissioner must 
also publish such statements in a Balti- 
more paper, except in case the head 
office of an insurance company is lo- 
cated in a county, when he must pub- 
lish the extract in a paper printed in 
the county. In all instances the publi- 
cation must be made once a week for 
three successive weeks. 

Originally insurance companies were 
required to publish abstracts of their 
annual statements not only in the city 
but also in all the counties in which 
they did business. The bill modifying 
this law was drawn so as to exempt 
only bonding companies, but by the in- 
sertion of the Clause referred to it was 
made applicable to fire, life, bonding 
and casualty companies also. 





EXEMPT FROM TAX 





Stamps Not to be Affixed to Com- 
panies or Agents Certificates Inter- 
nal Revenue Commissioner Rules 





Commissioner of Internal Revenue 
Osborn has ruled that the Emergency 
Revenue law does not require that tax 
stamps be affixed to licenses issued 
by different States to insurance com- 
panies or local agents. 

The ruling was in response to a re- 
quest from Superintendent of Insur- 
ance Hasbrouck of New York, repre- 
senting the National Convention of In- 
surance Commissioners, and authorita- 
tively disposes of a knotty problem. 


APPEAL FROM VERDICT 
Companies Continue to Resist Claim 
of New Jersey Carpet 
Cleaning Company 








Notice of appeal has been given by 
four fire insurance companies from the 
verdict of $4,500 recorded against them 
in favor of the New Jersey Carpet 
Cleaning Company, whose plant at 
Athenia, N. J., burned on August 
21, 1913. 





DWELLING LOSSES 
Underwriters Figure a Close Relation 
Thereto to Depression in the 
Mercantile World 








Some underwriters see a close rela- 
tion in the increase of residence fires 
to the general business depression in 
the mercantile world. 





COLLECTIONS NOW THE SLOGAN 

Fire insurance companies are now 
centering their energy actively upon the 
collection of accounts, special agents 
doing little less than dun local rep- 
resentatives who are behind in their 
payments. The present year will go 
down in underwriting history as a most 
trying one; losses having been far in 
excess of the normal while the expense 
element clings tenaciously to the record 
of 1913, i. e., an average of 42.7 per 
cent. 








Fime Insumamce Co 


—s 3 
I NATIONAL UNION 


Naan 








’ 


aeee’ 


ee t 





* 


wi 
2 


. 
’ 


























a 














NOT A SYNDICATE LINE 





Lackawanna Railway Not Insured 
Under a General Schedule— 
Has $100,000 Loss 





Little information of value can be 
gleaned concerning the loss, estimated 
at $100,000, suffered by the Lacka- 
wanna Railway Company through an 
explosion in its freight transfer shed at 
Binghamton, N. Y., some days ago. 

The Lackawanna does not insure its 
properties under a general schedule, as 
is the practice of many of the rail- 
ways, though it does insure certain 
of its terminals specifically. 


AUTOMOBILE STAMPING OFFICES 

(Continued from page 1.) 
of the meeting was to the effect that 
the arbitration committee should as 
soon as possible notify the signers of 
the agreement that the rules con- 
tained in it, applied to present as well 
as future commission agreements, and 
that the rules and recommendations 
of the Automobile Underwriters Con- 
ference in regards to collision and 
property damage upon the fleets of 
commercial trucks, have never ceased 
to be effective. 

The commissions which were agreed 
upon last September and which were 
reaffirmed by the new local board, pro- 
vide for the payment of 20 per cent. 
to brokers and local agents and 25 
per cent. to general agents. A strong 
feature of the new organization is that 
both the fire and marine companies 
have signed up and agreed to work in 
harmony. 

A sub-committee of the arbitration 
committee, known as the committee of 
management has authority to handle 
any matters which come up and need 
immediate attention, subject to the ap- 
proval of the arbitration committee. 

List of Company Members 
The following companies are mem- 


bers of the new Automobile agreement 
for the Metropolitan District: 

Aetna of Hartford, Alliance Assur- 
ance of London, Alliance Insurance of 
Philadelphia, American & Foreign, 
British & Foreign, Columbia of Dayton, 
Commercial Union of London, Com- 
mercial Union of New York, Palatine 
of London, Union of London and Hand- 
in-Hand Underwriters, Continental of 
New York, Federal of Jersey City, Fi- 
delity-Phenix of New York, Fireman’s 
Fund of San Francisco, General Motors 
of Baltimore, Globe & Rutgers of New 
York, Hartford Fire, Home of New 
York, Indemnity Mutual, Insurance Co. 
of North America of Philadelphia, In- 
surance Company State of Pennsyl- 
vania, London & Lancashire of Liver- 
pool, Mannheim of Germany, Marine 
of London, Nord-Deutsche of Hamburg, 
Ocean of London, Orient of Hartford, 
Phoenix Assurance of Londcn, Provi- 
dence-Washington, Queen of New York, 
Reliance of Philadelphia, Royal Ex- 
change of London, Royal of Liverpool, 


Svea of Sweden, St. Paul, Fire & 
Marine, Stuyvesant of New York, 
Union Marine of London, U. S. 
“Lioyds,” Williamsburgh City of New 
York. 


MEADVILLE, PA. EXCITED 
Five fires within twelve hours, re- 
sulting in a total loss of $45,000, is 
the record of Meadville, Pa. All of 
the fires are supposed to be of incen- 
diary origin. Naturally the citizens of 
the community are excited, and the 
council has offered a reward of $500 for 
the capture of the supposed fire bugs. 
The properties last destroyed are 
those of the Magaw Cheese Company 
plant, loss $30,000; the A. D. Hintz 
wholesale warehouse, loss $5,000, and 
the Erie railroad freight house, loss 
$10,000 The Magaw Company and 
Hintz carried 50 per cent. insurance. 
These adjoining buildings were 
burned after failure of an attempt to 
set them on fire Thursday night. 
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BRITISH COMPANIES PUZZLED 


HOW TO DEAL WITH TREATIES 








Effort to Amend Act Prohibiting Deal- 
ing With German and Austrian 
Companies 





How to deal with fire reinsurance 
treaties had by British corporations 
with Austrian and German institutions, 
is, says “The Policyholder” of London, 
“perhaps the most difficult problem the 
fire offices have to face at the moment.” 

The proclamation of October 6 says 
that no person must “make or enter 
into any new marine, life, fire or other 
policy or contract of insurance (includ- 
ing reinsurance) with or for the ben- 
efit of am enemy; nor to accept, or 
give effect to, any insurance of any 
risk arising under any policy or con- 
tract of insurance (including reinsur- 
ance) made or entered into with or for 
the benefit of an enemy before the out- 
break of war; and in particular as re- 
gards treaties or contracts of reinsur- 
ance current at the outbreak of war 
to which an enemy is a party, or in 
which an enemy is interested, not to 
cede to the enemy or to accept from 
the enemy under any such treaty or 
contract any risk arising under any 
policy or contract of insurance (in- 
cluding reinsurance) made or entered 
into after the outbreak of war, or any 
share in any such risk.” 

The object of this, as the Attorney- 
General said last Friday, is the “stop- 
ping by every reasonable means the 
transmission of money or the creation 
of credit which can be of advantage to 
the enemy country.” In other words, 
insurance offices must regard all their 
German and Austrian treaties as ab- 
solutely non-existent as from the out- 
break of war. It is not enough to with- 
hold all payments under the treaties 
with the idea of adjusting matters at 
the end of the war, for that would tend 
to the “creation of credit.” If, for 
example, the Munich could now inform 
its American branch that certain 
agreed sums of money were to be paid 
to them by the British office as soon 
as peace is declared, credit would be 
at once created, and in America, no 
doubt, that credit would be duly real- 
ized upon. 

The treaties are absolutely ended. 
That is the position. 

What about the unexpired period of 


engagements entered into before the~ 


outbreak of hostilities? Bunyon lays 
it down that all contracts entered into 
before war is declared revive when 
peace is established. But to-day many 
well-known lawyers say that as war 
ends the contracts the offices must lose 
the benefit of all the unexpired portions 
of German and Austrian treaties. An 
attempt to get the following clause 
added to the amending Trading with 
the Enemy Act is being made:— 

“Notwithstanding anything contained 
in this Act or the principal Act or the 
proclamation therein referred to, no in- 
surance by an enemy in favor of a 
British person, the risk whereunder 
has attached before the war, shall be 
deemed to be dissolved by reason of 
the war, and dealings thereunder shall 
not be deemed to constitute a trading 
with the enemy: provided that no pay- 
ment thereunder shall be made direct- 
ly or indirectly to or for the benefit 
of an enemy during the war.” 

“What is the use of the British Parlia- 
ment saying that German offices shall 
make the payments if the German 
offices have no property over here 
which may be attached? It is this 
argument, however, which will kill the 
amendment. 

“If the German offices at the end of 
the war consider their British con- 
nections a valuable asset they will try 
to adjust matters with us, quite apart 
from their strict legal rights. Exped- 
lency will settle the question in the 
end, and not declarations by the British 
Parliament. 

‘It is thought by some offices that the 
House of Commons should state in a 
bill what is the position as regards 


these contracts, but it is urged that the 
House of Commons is the last place in 
the world for the adjustment of such 
matters. A court of law where the 
legal position may be quietly and fully 
considered is the proper place for the 
examination of involved points. The 
House of Commons is not the right 
atmosphere for discussions of this kind, 
even if that is the function of the 
House, and leading politicians say it 
is not its function. 

“Be this as it may, no advantage 
would accrue by pressing the matter 
just now. The proclamation makes 
the current position quite clear as re- 
gards the position at the conclusion 
of the war. The feeling of leading 
insurance and legal men is that it is 
wiser to wait and see, assuming in the 
meantime that the rupture is complete.” 





DELAWARE MUTUALS ON GRILL 





Federal Grand Jury at Wilmington Be- 
gins Investigation of Defunct 
Fire Companies 





The cases of the defunct Delaware 
mutual fire insurance companies, in the 
prosecution of which the 'New York In- 
surance Department -was so active 
about a year and a half ago, were 
scheduled to come up before the Fed- 
eral Grand Jury at Wilmington, Del., 
on Tuesday and Wednesday. The com- 
panies whose dealings will be investi- 
gated are the Mercantile Fire and 
Marine, the Home Fire and the Ameri- 
can Fire, all of Dover, Del, and the 
Equitable Fire of Wilmington. 

Chief J. L. Wood of the complaint 
bureau at the New York office of the 
Insurance Department, who worked up 
much evidence in these cases in con- 
junction with the Delaware and Penn- 
Sylvania State authorities, was sum- 
moned as a witness and left for Wil- 
mington early this week to appear be- 
fore the Grand Jury. Owing to the ef- 
forts of the New York Department the 
operation of these fake mutuals in 
New York State was discontinued and 
some of the agents for them in this 
State have been convicted. 

The Delaware companies were in the 
main operated by the same interests 
which conducted the eleven mutuals in 
Philadelphia until driven out by the in- 
surance department and their licenses 
cancelled. The receiver for these com- 
panies found less than a $1,000 in 
assets to meet unpaid losses of over 
$100,000. 

One of the companies which was put 
out of business in Pennsylvania had 
an office boy as the reputed president, 
while in another company, the promot- 
ers thought it was worth while to them 
in order to evade too much notoriety to 
pay a friendly typesetter $1 a week for 
the use of his name ag president. The 
names secured to enable many of these 
mutuals to begin business, were found 
to be forgeries and the people mention- 
ed as subscribers denied all knowledge 
of even having been approached in the 
matter. 





WOULD PROHIBIT FRAME ROWS 

An amendment proposed to the fire 
limit ordinance would permit the erec- 
tion of detached residences in certain 
sections of Flatbush, Parkville, Sheeps- 
head Bay and Canarsie under defined 
conditions. If allowed the frame build- 
ings must not contain more than 15 
sleeping rooms, and not occupy more 
than 80 per cent. of the plot upon which 
they stand. The purpose of the sug- 
gested regulation is to bar the erec- 
tion of frame rows, which are not only 
unsightly, but which constitute a seri- 
ous fire hazard. 


LOCAL AGENTS’ MANUAL 

Practically every phase of the agent’s 
daily operations is explained, clearly 
and tersely in the Local Agents’ 
Manual and Book of Forms, issued by 
the Underwriters Report, of San Fran- 
cisco. The work is prepared by W. H. 
Gibbons, an underwriter of long stand- 
ing, and the statements made and sug- 
gestions offered are born of his knowl- 
edge of requirements. 
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Edison Plant to be Rebuilt Upon Improved Lines 








Property Loss $1,000,000 —Insur- 
ance Involved $258,700—Has 
Not Lost Faith in Con- 
crete Construction 





One million dollars, officials of the 
Thomas A. Edison Company, now 
figure, will fully cover the loss suffered 
in the burning of their extensive plant 
at West Orange, N. J., on the 9th inst. 
First loss estimates were as high as 
$7,000,000, but as is generally the case, 
these figures were found to be grossly 
exaggerated. Insurance upon the de 
stroyed building was had to the extent 
of ‘$258,700, having been placed by New 
York city brokers as follows: On build- 
ing No. 22, $6,500; on machinery in 
building No. 6, $8,000; on stock in 
building No. 6, $25,000; on stock in 
building No. 41, $5,000. In favor of the 
Edison Phonograph Works, on build- 
ing No. 6, $3,800; on building No. 16, 
$800; on building No. 17, $1,100. On 
building No. 14, $200; on building No. 
18, $22,000; on building No. 41, $700; 
on machinery on building No. 18, $35,- 
000; on stock in building No. 17, $13,- 
000; on stock in building No. 18, $61,- 
500; on lumber in yard, $14,000; on 
stock in cars, $13,500. 

Opposed to Insurance 

Commenting upon the insurance fea- 
ture of the fire, Mr. Edison said: 

“There was insurance on some of the 
wooden buildings, put on without my 
knowledge, but on most of the buildings 
there was no outside insurance. 

“Many years ago I abandoned an old 
mill. The insurance companies refused 
to insure it. They thought the moral 
risk was too great. I said to myself 
that they would never get another 
chance to insinuate that any one might 
burn down a building to get the insur- 
ance. 

“If we’d only had steel sashes and 
frames in the windows of the concrete 
buildings, wire glass, etc., the concrete 
buildings wouldn’t have gone. Henry 
Ford says he has steel sashes, and 1 
know that nearly all the modern con- 
crete buildings have them. That is 
what we ought to have had, and you 
may be sure I’ll order these steel sashes 
to-morrow and the wood in our concrete 
buildings will go.” 

Had Premium Fund 

Some years Mr. Edison created what 
he termed the “Fire Risk Fund” to 
which was credited money that would 
otherwise have been paid in premiums, 
The funds thus received were in turn 
invested in stock of the various Edison” 
companies. At the time of the fire the 
fund is said to have amounted to $2,- 
000,000. 

Estimating the Damage 

Immediately conditions permitted, a 
tour of the property was made by 
Miller Reese Hutchinson, chief engineer 
of the Edison Company, who was ac- 
companied by H. I. Moyer a concrete 
construction builder. 

The two figured the worst damage 
was twenty-two per cent. to the machine 
shop and moving picture building on 
Lakeside avenue, where the fire 
reached its height. The least damage 
was to the office or administration build- 
ing, a five-story concrete structure just 
east of the laboratory. This is only five 
per cent. damaged. The debris will be 
cleaned out of this as soon as possible 
and, weather conditions permitting, it 
will be repaired within a few weeks for 
use temporarily as a moving picture 
manufacturing plant. The office force 
will be accommodated in the storage 
battery building, which was not. 
touched by the flames. 

Following his tour Mr. Hutchinson 
declared that the fire had shown the 
necessity of using metal window frames 
and two-layer glass with a heavy wire 








Ruins of Wooden Buildings—Walls 


between, as well as steel door jambs. 
With the exception of the storage bat- 
tery building, which was recently built 
and is intact, ordinary glass was used 
to a large extent. The buildings where 
the modern wire-glass was not used are 


from six to ten years old. Mr. Hutch- 
inson also declared the loss would 
have been comparatively small had 


there been sufficient water pressure. 
Much Machinery Intact 
As soon as the buildings had cooled 
off the departmental heads made a sur- 
vey of the machinery loss. It was 
found that much of the expensive dies, 


of Concrete Structures Standing. 


molds, lathes and machine-making 
equipment is intact and can be used 
again. 

“We have figured that at least eighty- 
five per cent. of our first-class machinery 
and tools has been saved. In our 
original estimate we figured that at 
least half of this equipment would be of 
no use,” gaid Mr. Hutchinson. 

Plans to Rebuild 

Before the ruins had stopped smok- 
ing, Mr. Edison and his chief aids 
were Planning to rebuild the destroyed 
property, upon lines far more substan- 
tial than those formerly employed. 





FIRE MARSHAL’S WORK 





South Dakota Official Makes Excellent 
Recommendations for Changing 
Conditions 





The annual report of the Insurance 
Department of South Dakota for the 
year 1914, covering the business for 
1913, shows the work accomplished by 
the fire marshal’s department. The 
chiefs of the various fire departments 
throughout the State have co-operated 
in making the work more perfect. 

In the fiscal year of 1913 the total 
losses reported were $990,611.77 and 
for the year 1914, were $774,360.37, 
thus indicating that the campaign of 
prevention has had some effect. The 
department made during the year 2,896 
individual inspections of premises in 
85 different cities and towns. 

It is expected to hold a fire preven- 
tion meeting some time in January 
which will take in the members of the 
State Fire Prevention Association and 
the fire chiefs of the different towns of 
the State. 

Among the recommendations made 
by the fire marshal’s department are 
that the law be amended as to dilapi- 
dated buildings, that the schools shall 
be compelled to hold fire drills, that 
electric wiring shall be done in con- 
formity with the standards of the Na- 
tional Board of Fire Underwriters, 


EEE 





that all farmers keep a three gallon 
fire extinguisher in the house, that 
hydrants be periodically flushed, that 
fire apparatus be constantly inspected 
to see that it is ready for use and 
that all doors in all buildings shall be 
made to swing outward. 





BROOKLYN’S FIRE LOSS 

Up to December 1 the fire loss in 
the Borough of Brooklyn for the year 
totaled $1,406,825, as against $887,206 
reported in the same period of 1913. 
The November loss, $333,500, was 
greater than that of any other month, 
except January, when the figures were 
$710,700. 


UPHOLDS IRON SAFE CLAUSE 


FAIR TO INSURER 





AND INSURED 





Virginia Supreme Court Declares Con- 
dition Reasonable and Must 
be Observed 





Declaring the “iron safe” clause of 
the standard policy to be wholly rea- 
sonable, fair “both to the insurer and 
the insured” the Supreme Court of 
Appeals of Virginia some days ago, 
decided a case of no little interest to 
the fraternity generally and especially 
to the underwriters of the Old Dominion 
State. 

The suit was that of John Farris, of 
Graham versus the Hartford Fire, to 
recover $1,000, the amount of the Com- 
pany’s policy upon his general notion 
stock. The fact of the fire was ad- 
mitted, the Hartford resisting payment 
because of Farris’ failure to observe 
the iron-safe clause of his policy. The 
trial court gave a verdict against the 
Hartford, and it was from this that 
appeal was made to the Supreme Court. 

In reversing the decision of the lower 
tribunal the Supreme Court held in 
part. 

“The ‘iron safe clause’ has been over 
and over again dealt with and approved 
in the decisions of this court as 
fair both to the insurer and the in- 
sured, and it has been held that the 
former has the right to insist on a 
compliance with this provision of the 
policy, for the reason that the insured 
contracted to do so, and that the condi- 
tions are reasonable, and, if the as- 
sured were not required to keep and 
perform these conditions, it would open 
wide the door for the perpetration of 
frauds and the grossest imposition 
upon business.” * * * 

“From an examination of the whole 
evidence it is clear that the jury would 
not have been warranted in finding 
that there had been even a substan- 
tial compliance on the part of Farris 
with the terms of the policy, either 
with respect to the inventory of the 
stock of goods required, or the set of 
books stipulated for, showing a com- 
plete record of the business transact- 
ed by him; therefore ~e are of the 
opinion that the judgment of the cir- 
cuit court complained of should be re- 
versed, the demurrer to the evidence 
sustained, and judgment entered here 
for the Hartford Fire Insurance Com- 
pany, thus reversing the judgment of 
the circuit court.” 
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RESPONSIBLE FOR FIRE LOSS 


DECISION 





AN EPOCH MAKING 





Fire Commissioner Adamson Wins in 
Suit to Collect Damages from 
Property Owner 





Responsibility for fire spreading to a 
neighbor’s premises is one of the cardi- 
nal principles of legal practice in most 
European countries, but in this country 
there has never, heretofore, been any 
penalty imposed on the careless man 
living next door to the careful one 
whose building is destroyed by fire as 
a result of the neglect of adequate pre- 
cautions being taken by the careless 
owner. 

Fire Commissioner Adamson through 
the Fire Prevention Bureau of the New 
York Fire Department, has been seek- 
ing for some time to place a premium 
on individual carelessness and has 
finally succeeded in securing a decision 
against the Greenwood Cemetery Asso- 
ciation in the Appellate Division, Fire 
Department, on an appeal by the plain- 
tiff from an order sustaining a de- 
murrer as a contested motion. 

Opinion Unanimous 

According to the unanimous decision 
of the Court the complaint sufficiently 
states a cause of action against the 
Greenwood Cemetery Association and 
accordingly the order appealed from was 
reversed, with $10 costs and disburse- 
ments, and the demurrer was overruled 
with $10 costs. The defendant is given 
leave to withdraw its demurrer and 
answer within twenty days. 

Summarizing the points in the deci- 
sion, it was held that Section 761 of 
the Greater New York Chapter, provides 
specifically for liability for expense of 
extinguishing a fire resulting from wil- 
ful or culpable negligence. Also, that 
failure to comply with the order of Fire 
Commissioner Adamson to equip the 
premises at 212 East 99th street with 
sprinklers—which order was made 
under Section of the charter 
establishes a prima facie case of negli- 
gence. 

It was likewise 





iio 


held that Sect’on 773 


of the charter subjects one who fails 
to comply with an order of the fire 
commissioner under Section 775, to lia- 


bility for costs-and expenses occasion- 
ed by such non-compliance, and this 
includes the expenses of extinguishing 
a fire. 
Willful Negligence 

The facts in the case in point, admit- 
ted by demurrer, establish both willful 
and culpable negligence. Albert de 
Roode, as assistant Corporation Counsel 
represented Fire Commissioner Adam- 
son, while Edwin D. Bechtel of Carter, 
Ledyard and Milburn, represented the 
Greenwood Cemetery Association. Jus- 
tice Francis M. Scott in handing down 
the opinion of the court is qudted as 
follows in the “New York Law Journal.” 

The complaint, summarized, alleges 
that in November, 1912, the then Fire 
Commissioner of the City of New York, 


pursuant to the authority conferred 
upon him by Section 775 of the Greater 
New York Charter, as amended by 


Laws 1911, chapter 889, 
ed upon defendant, the 
building known as Nos. 212-214 East 
99th street, in the City of New York, 
an order that said building be equipped 
with a system of automatic sprinklers; 
that said defendant failed and omitted 
to comply with said order to equip said 
premises with the system of automatic 
sprinklers ordered by said fire commis- 
sioner, Or any other system of automatic 
sprinklers. That on January 31, 1914, 
a fire occurred in the basement of said 
building and from its point of origin ex- 
tended to and set fire to other portions 
of said building and the contents there- 
of, and spread rapidly throughout the 
rest of the building and to adjacent 
buildings, being extinguished by the 
fire department with great difficulty and 
after injury to many members of the 
department; that had a system of auto- 
matic sprinklers been installed in said 


made and serv- 
owner of the 


building, as ordered by the fire commis- 
sioner, and maintained in good working 
order at the time of the fire, said fire 
would have been confined to that por- 
tion of the building in which it origi- 
nated, and would not have spread, as it 
did, throughout and set fire to the rest 
of the building and the adjoining build- 
ings. It is charged that the failure of 
the defendant to install a system of 
automatic sprinklers constituted a will- 
ful and culpable negligence on its part, 
and it is alleged that by reason of this 
willful and culpable negligence of the de- 
fendant the Fire Department of the 
City of New York, without fault or neg- 
ligence on its part, incurred in and 
about the use of employes, apparatus 
and materials, the expense of $1,500, 
which expense would not have been 
necessary except for the willful and 
culpable negligence of the defendant. 
Annexed to and forming part of the 
complaint by reference is an ordinance 
of the Board of Aldermen of the City 
of New York, adopted December 19, 
1911, and which went into force and 
became effective on January 1, 1912. 
Liability for Damages 

The demurrer is for general insuffi- 
ciency. The plaintiff relies upon two 
sections of the Greater New York Char- 
ter as warrant for the maintenance of 
this action. Section 773 provides in 
part as follows: “Any person, persons 
or corporation, for the violation of or 
non-compliance with any of the several 
provisions of .ne several sections of this 
title where the penalty is not therein 
specially provided, shall severally for- 
feit and pay a fine or penalty in the 
sum of fifty dollars (350) for each and 
every offense or shall forfeit and pay 
the penalties respectively imposed 
under any of said sections, and shall 
also be severally liable for any costs 
or expenses that may be incurred by 
any violation of or non-compliance with 
any requirements under said sections, 
and shall also be severally liable for 
the payment of the further penalty of 
the sum of fifty dollars ($50) for any 
violation of or non-compliance with any 
rerulation, order or special direction 
issued by said commissioner.” 

Section 761, after providing for the 
recovery of damages for personal in- 
juries suffered by members of the fire 
department, provides as follows: “And 
any or all persons for any fire result- 
ing from his or their willful or cul- 
nable negligence or criminal intent or 
design shall, in addition to the present 
provision of law for the punishment 
of persons convicted of arson, be liable 
in a civil action for the payment of any 
and all damages to the person or prop- 
erty the result of such fire, and also 
for the payment of all costs and ex- 
penses of said fire department incurred 
in and about the use of employes, ap- 
paratus and materials in the extin- 
quishment of any fire resulting from 
such cause, the amount of such costs 
and expenses to be fixed by said com- 
missioner, and when collected shall 
be paid into the relief fund of such 
department herein created, etc.” 

Culpable Negligence 

Both of the sections above quoted 
are embraced in the same title of the 
charter (Chap. XV, title 111) and are 
therefore to be read together. Section 
773 provides generally that any person 
for non-compliance with any of the sev- 
eral provisions of that title shall be 
liable for any costs and expenses that 
may be incurred by such non-compli- 
ance. Section 775, under which the 
order for the installation of automatic 
sprinklers was made, is a part of the 
same title 111. A failure to comply 
with an order made under section 775 
is therefore a failure to comply with 
a provision of title 111 and subjects 
the offender to the consequences speci- 
fied in section 773 (People v. Kaye, 
212 N. Y., 407-415), which includes lia- 
bility for costs and expenses incurred 
by reason of non-compliance. Section 
761 is more specific and provides when 
and under what circumstances a per- 
son who has been culpably or willfully 
negligent, and thus caused a fire, may 
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be called upon to pay damages result- 
ing therefrom, what damages he may 
be charged with. It is not claimed, 
and we do not hold, that the only cul- 
pable and willful negligence which 
would establish a right of action under 
the section last quoted is the diso- 
bedience of an order of the fire com- 
missioner. All that it is necessary to 
hold in the preBent case is that such 
disobedience as is set forth in the com- 
plaint establishes prima facie such cul- 
pable and willful negligence. We think 
that there can be no doubt that it does. 
Commissioner’s Orders Valid 

The order of the fire commissioner 
requiring the installation of automatic 
sprinklers was presumptively valid and 
lawful, and non-compliance therewith 
subjected the owner of the building to 
the penalties provided for by the char- 
ter (People v. Kaye, supra). The order 
being authorized by law and validly 
made and served, has all the authority 
of a statute or ordinance, and its viola- 
tion of itself, is sufficient to establish 
prima facie the defendant’s negligence 
(McRickard v. Flint, 114 N. Y., 222; 
Shields vy. Pugh & Co., 122 App. Div., 
586). 

In order to justify a recovery under 
the statute mere negligence is not suffi- 
cient. It must be “culpable or will- 
ful,” and it is alleged in the complaint 
that defendant’s negligence was both 
culpable and willful. 

Whether or not the failure to obey 
the order was willful is a question of 
fact, and the demurrer admits it. 
Whether it is culpable, that is, criminal 
or worthy of punishment, is a ques- 
tion of law dependent upon the facts 
proved, or perhaps, more properly 
speaking, a question of mixed law and 
fact. Upon the facts stated in the com- 
plaint, admitted and not explained, we 
find no difficulty in holding that de- 
fendant’s failure to obey the order of 


“tent. 


the fire commissioner was both cul- 
pable and negligent. 
Defendant’s Negligence Shown 

The defendant argues that the refer- 
ence in section 761 to the punishment 
provided by law for the crime of arson 
indicates an action for damages under 
that section will not lie unless the 
person sought to be charged has been 
guilty of the crime of arson. It is 
manifest that this could not have been 
the intention of fhe legislature. What 
fixes the civil liability is negligence, 
as well as criminal intent or design. 
But mere negligence, even if culpable 
and willful, is not sufficient to establish 
the crime of arson, of which an indis- 
pensable ingredient is a criminal in- 
To construe the section in this 
regard, as defendant would have as 
do, would be to emasculate it. 

It is further insisted that the defend- 
ant cannot be held liable under the 
statute because it is not alleged that 
the fire started as a consequence of 
defendant’s negligence, but merely that 
it spread for that reason. As we read 
the section it is not necessary that 
the fire should be started as a conse- 
quence of negligence. The word used 
in the section is “resulting,” and it is 
clearly alleged that the spread of the 
fire and its communication to adjacent 
buildings resulted from defendant’s 
negligence. This, we think, satisfies 
the language of the statute and is 
clearly within its intention. We are 
therefore of opinion that the complaint 
sufficiently states a cause of action. 

It follows that the order appealed 
from must be reversed, with $10 costs 
and disbursements, and the demurrer 
overruled, with $10 costs, with leave 
to defendant to withdraw its demurrer 
and answer within twenty days upon 
payment of costs in this court and 
the court below. 

All concur. 
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UNDERWRITING AS A CAREER 


ADDRESS BY EDGAR J. 





HAYNES 





President of Newark Fire Says That 
Capable Intelligent Men are 
In Demand 





Edgar J. Haynes, president of the 
Newark Fire Insurance Company, ad- 
dressed the Newark Insurance League 
on Thursday night. Part of his ad- 
dress, devoted to fire insurance as a 
profession follows: 

“To point out the standing and ad- 
vantage of fire insurance as a profes- 
sion is a pretty tall order. That it 
is a profession, however, requiring a 
broad. grasp of infinitesimal detail, 
with a tremendously elaborate techni- 
cal equipment of its own, does not 
have to be told to a gathering of in- 
surance men. 

What is an Underwriter 

“The word ‘underwriter’ is much 
used and much abused, just as is the 
word ‘financier.’ Properly applied it 
means a great deal. We hear many 
a man called an underwriter by lay- 
men who would never be so designated 
in an all-insurance gathering. When one 
hears special agents or company execu- 
tives refer to a Man as an underwriter 
we may be reasonably positive that he 
has a pretty wide knowledge covering 
a great variety of subjects, some of 
which are assimilated in the world of 
experience outside his office and his 
work. An all-around man, in other 
words, who has an inkling of many 
sciences, not the least of which is un- 
derstanding his fellow man. 

“A fairly accurate aspect of the pro- 
fessionalism of underwriting is gauged 
from the fact that most men at the 
top in fire insurance have fairly won 
their spurs. A surprising number be- 
gan as office boys. Insurance differs 
from some businesses and professions 
in that an obscure country lawyer or 
banker, after a few years in Washing- 
ton, cannot graduate into a $20,000 
berth. 

A Limit to Influence 

“Influence may land a man into a 
fire insurance office, and, mMayhap, 
may keep him there, but it will not 
push him very far forward. Standing 
modestly in the background of a fire 
company is always to be found the 
Board of Directors—and they are not 
so far in the background that they 
cannot come out at any time and de- 
mand results. The board of directors 
insists that insurance companies be 
run by insurance men. In fire insur- 
ance there are no office boys who sign 
checks or act as dummy presidents. 
So, if a man with influence behind him 
does enter an insurance office he will 
progress just as far as his merits and 
abilities warrant, and no farther. He 
certainly is not going to be placed in 
a position where hundreds of thou- 
sands of dollars are staked on his ‘yes’ 
or ‘no’ decisions unless the company 
really feels that it can rely upon his 
judgment. 

“We have a lot of trouble in this 
business of ours. Some of it comes 
from the commissioners, a few of whom 
tell us how we shall operate and even 
how much our rates shall be. But, our 
greatest concern is over the burning 
ratio of this country which is normally 
not only a national calamity but a na- 
tional disgrace. With these conditions 
ever present we are not going to add 
to our burdens by placing our destinies 
knowingly in the hands of incompetent 
men. We can burn up our money in 
too many other different ways. 

Good Men in Demand 

“Often I have been asked the ques- 
tion: ‘Is there any opportunity for 
the young man who desires to adopt 
fire insurance as a career?’ One might 
as well ask if there be any opportunity 
in farming or in railroading. Of 
course, there is and will be opportunity 


in the fire insurance business as long 
as there is a fire insurance business. 
Somebody must operate the compa- 
nies. They cannot be run automatical- 
ly—or by State officials. 

“But the opportunities are for men 
who are trained, who are intelligent, 
who are forceful. They are not for the 
laggard, the timid, the man without 
ambition or imagination. There never 
was a time in the history of under- 
writing when the right type of under- 
writer was as much in demand as at 
present. There are positions, carrying 
high rewards, that have been vacant 
for months because there has been no- 
body available to fill them. 

“Recently the companies found that 
it was possible at last to form a local 
board in the national capital, hitherto 
a notorious hot bed of inadequate 
rates, if the right man could be found 
to run the board. With thousands of 
men engaged in fire insurance this 
would seem an easy task, but it wasn’t. 
Finally, the underwriters had to bor- 
row from the New York Fire Insurance 
Exchange the studious, industrious and 
efficient expert who addressed your 
League at the last meeting, Mr. E. R. 
Hardy. For Baltimore it was also 
necessary to go to another rating ex- 
change to seek the loan of an expert. 
Up to the present moment The Eastern 
Union has not been able to find for 
secretary the man fulfilling all require- 
ments regarded as necessary for this 
dificult post. 

What Carelessness 
Mean 

“What honors would not the world 
give to a man ingenious enough to pre- 
sent arguments that would stop the 
European war? In a smaller way the 
honors in fire insurance are to those 
who can master the underwriting ship 
and steer it along a course to profit. 
These mariners are not all located on 
the bridge, but success can only be 
attained when every man on the craft 
does his duty. An inspector who is 
careless or inefficient; a special agent 
who is a clumsy bungler in handling 
men; an examiner who works mechni- 
cally with an eye only to keeping his 
desk clean, no matter how -he does it, 
may wipe out a company’s underwrit- 
ing profit for a month, a year, or for 
eternity. On the other hand, service 
of a contrasting type will cut down the 
company’s loss ratio in astonishing 
fashion. 

“It is for this reason that when men 
of unusual capacity are found in a 
fire insurance office they are not let 
go. It also explains in part why un- 
derwriters see such long service, some- 
times extending over the half-century 
mark, whereas in other lines of en- 
deavor personne! and position change 
like the sands of the sea. In a news- 
paper Office they tell me a man who 
has seen a year’s service may be the 
senior member of the staff. Personally, 
I think that twenty-four hours is long 
enough for some of the men to live 
who write headlines for yellow dailies. 

Self-Education _ 

“Many young men in _ insurance 
offices become discouraged if not pro- 
moted as rapidly as they think is their 
due. They feel that their good work 
is overlooked. This is not true. The 
company appreciates their intelligence 
and they will get their reward. 

“It is not possible to prescribe a set 
of fixed rules the observance of which 
will turn a boy or young man into an 
underwriter in a specified number of 
years, anymore than one can become 
a doctor by lingering about a physician’s 
office, or a clergyman by going to 
church and watching the way the minis- 
ter preaches; but, there are certain 
rules that can be followed with profit, 
and may make an underwriter, and the 
most important of these is this: Do 
not do things mechanically. Don’t 
work with your eyes open, while your 
brain is asleep. If you have imagina- 
tion do not use it to think what better 
plots you yourself could write for the 
moving-pictures that you saw last 
night; but try and understand the rea- 
son for things. In other words, be a 
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HOBOKEN RATE AGITATION 


CENSURE 





INSURANCE COMPANIES 





City Officials Say That Rates are Too 
High, But How Do They 
Know? 





Agitation over rates in Hoboken, led 
by the Mayor of the city, is explained 
in the following clipping from the 
Observer of that city. 

Fire insurance policyholders are 
starting an agitation in Hoboken 
against the high insurance rates 
which have been fixed by several of 
the leading insurance companies 
doing business in Hoboken and 
judging from the sentiment against 
these exorbitant charges which 
has been shown in the past few 
days, it is very probable that 
some action will be sought from 
the Legislature at the coming 
session. 

Mayor Martin Cooke, of Hoboken 
has declared that these rates are 
excessive in the frame-house sec- 
tion of the city and property own- 
ers, including city officials, have 
censured the insurance companies 
severely for the stand they have 
taken. 

One prominent city official to-day 
declared that his property was in- 
sured for $1,000 three years ago 
for that number of years for $6.25 
and that now it cost him $13.50. 
He declared such an increase is 
wholly unwarranted and insinuated 
that he was going to take the mat- 
ter up with the Assemblymen from 
this county in an effort to have 
the condition remedied. 

It is believed the increase in the 
insurance rates in Hoboken is due, 
in part, to the adverse report ren- 


thinker. And, above all, try and pick 
up as much information as you can, 
even if it is not regarding the work 
at hand for the moment. 

“Last week the Edison plant in 
Orange burned. How many representa- 
tives of insurance offices went to see 
the ruins on Sunday? How many in- 
spected these ruins and noted how the 
construction resisted the flames cr did 
not do so? It would have been an 
afternoon profitably spent. There is 
an agitation in this State regarding the 
operation of the Ramsay Act. How 
many have studied the results of this 
law and appreciate its good points or 
could answer criticisms of the law 
made by your neighbor not in the insur- 
ance business?” 


dered 
Fire 
ago. 
It is rare that so many misstate- 
ments appear in a short article. The 
Hoboken rates have nothing to do with 


by the National Board of 
Underwriters a few months 


the Naional Board’s report, and the 
Statements by city officials that rates 
are “unwarranted” can be met by the 
query: How do they know they are 
unwarranted? How does the Mayor 
know, and how do the other officials 


know? Have they made a study of the 
situation, or are they merely dis- 
gruntled? Hoboken is a city with 
many frame rows and with fire protec- 


tion that has been much criticised. 
It is rather remarkable that local 
agents do not take enough interest in 
these attacks on existing rates to 
answer them. Why let ignorant city 


officials take up columng of space with- 
out printing the other side. There is 
such a thing as public opinion and it 
can be influenced in the long run by 
intelligence every time. 
THE SUMMIT SITUATION 

The new rates in Summit will be 
promulgated soon as a report on 
water conditions is made. The Eastern 
Underwriter is making an investigation 
of the origin of the rate agitation in 
that city, and will probably print the 
inside story of this situation next week. 


as 





SMALL LOSSES 

New Jersey companies are complain- 
ing of the number of small losses. 
There are so many of them that they 
) ting fast. This is par- 
ticularly true of dwellings. Some un- 
derwriters feel that there is an in- 
creased moral hazard because of busi- 
ness conditions. 


re mour my 





SCHOOL VALUATION 
In view of the discussion in fire in- 
surance circles over school houses it is 
interesting to note that the value of 
school property in New Jersey is $57,- 


670,223 ae 


FLORIDA FIRE PROTECTION 
In line with the general safety move- 





ment the Florida Fire Prevention 
Society is sending to the fire chiefs 
and boards of trades throughout the 


State a few simple suggestions, which, 
if rigidly adhered to, will prevent loss 
of life and property through fire. 





According to the newly issued report 
of the Maine Insurance Department, 98 
persons hold brokers’ licenses from 
the State, while two firms, E. C. Jones 
and Company and Boothly and Bartlett 
Company of Waterville, are authorized 
as “special insurance brokers.” 
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BIG MEMBERSHIP CAMPAIGN 


INSURANCE FEDERATION PLANS 





Over 12,000 Letters Sent Out to Secure 
Co-operation of Insurance 
Men in State 





No stone will be left unturned by 
the Insurance Federation of the State 
of New York to rapidly increase its 
membership and letters have been sent 
out within the past few days to 12,900 
insurance men about the State, present- 
ing the aims and purposes of the Federa- 
tion and showing the benefits which 
will accrue to all insurance through 
the efforts of a thoroughly organized 
body whose chief aim is to protect the 
legitimate interests of insurance men 
in this State. 

The dues are $1 a year and there is 
no initiation fee. The fact that the 
tendencies are all toward State insur- 
ance or some other adaptation of the 
social insurance idea, proves that there 
is a burning need for some organiza- 
tion to conserve the insurance interests. 

The Fire Brokers Association of New 
York has taken up the plan with en- 
thusiasm and its president, A. C. Hege- 
man, who is also on the board of gov- 
ernors of the Federation, has been 
particularly active in furthering the 
work. The casualty and fire agents 
up-State have also worked hard to en- 
courage interest in the organization 
and although the local agents in New 
York city have not so far shown much 
activity in the Federation, it is believed 
that they will assist the plan when 
they thoroughly understand its pur- 
poses and aims. 

No one, not even the companies, 
really want to see the middleman elimi- 
nated and the agents must certainly 
show that they are interested, as the 
legislators are much more impressed 
when matters are presented from the 
agents’ standpoint than when repre- 
sentations are made by the companies. 
This has been proved in numerous 
States. 

The New York Federation intends 
to maintain at Albany a fully equipped 
bureau to watch bills aimed at the 
insurance business and it is expected 
shortly that: a eapable. attorney will 
be engaged to head this bureau and 
act as manager of the association. 

The circular sent out by the Federa- 
tion to insurance men throughout the 
State to secure their interest, says in 
part: 

“The socialistic idea as applied to 
the business of insurance is already 
manifested in State workmen’s com- 
pensation insurance, savings bank life 
insurance, national marine war insur- 
ance and parcels post insurance and 
by the proposed extension of the post- 
office savings bank to include post- 
office life insurance as in England and 
Germany, the proposed Federal em- 
ployes bonding bureau, legislation limit- 
ing agents commissions, etc. 

“Has it occurred to you that the 
many thousands deriving a livelihood 
from the business of insurance in New 
York State have been so busily engaged 
in selling protection to others that 
they have overlooked procuring some 
measure of protection for themselves? 

“Because insurance men believing 
that, in protecting others, they are per- 
forming a meritorious public service 
and are entitled to make a living have 
not organized to protect their rights, 
to resist fhe aggressions of these other 
militant organizations, the insurance 
business has become a target and 
heavy inroads have already been made 
upon the business. These conditions 
demand that in order that we may save 
our bread and butter, that we may 
protect our own futures, we too must 
organize.” 





AETNA BUYS BONDS 


The Aetna Insurance Company has 
agreed to purchase at par and accrued 
interest, $50,000 of Hartford, Conn., 4 
per cent. water. bonds. 


GREAT SCHEME FOR _ ILLINOIS 

Commissioner Potts Exhaustively in- 

vestigates Underwriting Conditions— 
Recommends Radical Changes 








State insurance would, in the opinion 
of Hon. Rufus M. Potts, insurance su- 
perintendent of Illinois, prove a panacea 
for all the ills present or future, with 
which the fire reinsurance business is, 
or may be afflicted. 

Two all important reasons Mr. Potts 
argues, exist for the adoption by the 
citizens of his State, of his theory: “In 
the first place,” he positively asserts, 
“State fire insurance will afford infinite- 
ly better security to property owners 
than all of the ‘Combine’ companies. 
and their assets, even if all were 
united in one gigantic corporation,” 
and again: “the fire premiums could 
be reduced to one-half of the present 
‘Combine’ rates or less.” 

The history of Superintendent Potts 
investigation into fire underwriting 
conditions consumed several months, 
his findings, theories and comments re- 
quiring a 93 page booklet for their 
recital. Mr. Potts is the same genius 
that at a gathering of insurance com- 
missioners held in the Middle West, 
after innocently advising that his en- 
tire knowledge of insurance affairs had 
been gleaned within two months, pro- 
ceeded to score the business, and the 
men identified with it in unmeasured 
terms. He was answered neatly, and 
completely by Vice-President Dunlop 
of the Providence-Washington, to 
whom later he retracted much of what 
he had previously said. 

As to the desirability of State insur- 
ance Mr. Potts is respectfully referred 
to the citizens of the great common- 
wealth of Wisconsin who had oppor- 
tunity to consider the question during 
the recent election, and whose judg- 
ment was overwhelmingly against the 
proposition, 





NORTHWEST'N NATIONAL REPORT 





Milwaukee Fire Company Would Have 
Shown Big Gains But for De- 


preciation in Securities 
oe 





The examination of the Northwest- 
ern National of Milwaukee, by the Wis- 
consin Insurance Department, has been 
made public. In spite of bad business 
conditions the Company made a net 
gain from its investments during 1913, 
of $29,417.45, which with the net gain 
by underwriting figured at $37,088.11. 
made the total net gain for the year 
1913, $66,505.56. 

Dividends were paid of $150,000 how- 
ever, so that the loss to surplus, 
December 31, 1913, was $83,494.44. The 
Company wrote net premiums of $2,- 
714.008.46 and the net losses paid were 
$1,230.945.71. The examiners state 
that the small gain made during the 
year from investments, was due to the 
heavy depreciation of securities on 
pe the Company charged off $243,- 

42. 
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BROKERS ACTIVITIES 





STATE INSURANCE A MENACE 


MAY LOSE THEIR LIVELIHOOD 








Brooklyn Brokers Addressed by A. C. 
Hegeman and John A. Eckert 
On Federation Needs 





The annual dinner of the Brooklyn 
Insurance Brokers Association held at 
the Imperial Hotel, Fulton Street and 
Red Hook Lane, Brooklyn, on Wednes- 
day evening, resolved itself into a 
meeting at which strong arguments 
were made for the endorsement and 
increase in membership of the Insur- 
ance Federation of the State of New 
York. 

A. C. Hegeman of E. C. Anderson 
& Company, who has been particularly 
active in stirring up the brokers of 
New York city in favor of the Federa- 
tion movement, received a warm recep- 
tion when he told how the movement 
meant bread and butter to the people 
engaged in insurance, whose liveli- 
hood is menaced by the encroachments 
of State insurance. 

Mr. Hegeman emphasized the fact 
that there are no politics in the Fed- 
eration movement, which is a defense 
measure for the life of the insurance 
business. He told how in Ohio Gov- 
ernor Cox attempted to eliminate the 
middleman, holding that he was an 
unnecessary expense on the consumer. 
He pointed out that the insurance 
agent and the broker were the middle- 
men referred to by Governor Cox 

Ohio Situation 

Mr. Hegeman told how the State in- 
surance lid descended there and 
twenty-eight hundred agents were put 
out of business. The organization, 
however, of the Federation saved the 
day and later secured Governor Cox’s 
defeat at the polls. 

He told how State insurance in Wis- 
consin which has prevailed for two 
years had recently been beaten. He 
said one man there educated the people 
and got a bill before the legislature. 
He told of the Federation movement 
in other States such as Missouri, Min- 
nesota, Pennsylvania and Illinois, in 
both of which latter States, the fight 
had been against State insurance— 
which was not wanted. 

Mr. Hegeman said it was not only the 
heads of different insurance firms 
which were wanted for members, but 
even the clerks, stenographers and 
office boys; in fact, every person whose 
livelihood depends upon the conduct 
of the insurance business as it is at 
present. 

Want Individual Membership 

People are wanted as individual mem- 
bers and not as representatives of 
some insurance company or insurance 
firm. He said that only through per- 
sonal persuasion can the best results 
be obtained. There are now 987 mem- 


bers, and the officers of the Federation 


want to make it 25,000. 

John A. Eckert of 55 John Street 
prophesied that nearly every civic or- 
ganization and labor union will take a 
crack at insurance legislation this 
winter. Already the American Federa- 
tion of Labor has prepared bills for in- 
troduction. He said that the growth of 
the State insurance feature would 
mean that it soon would be applied to 
fire insurance. 

He said that 30,000 members were 
needed in the Federation to defend the 
insurance business, and he thought that 
the persons back of the Federation 
movement were entitled to the support 
of every one connected with the insur- 
ance business. 

He emphasized the fact that money 
must be forthcoming to take up the 
fight. He complimented the Brooklyn 
brokers upon the results accomplished 
by the organization and cautioned 
those present against arraying them- 
selves against the insurance compa- 
nies counseling them that better results 
could be accomplished at this critical 
time by co-operating with the compa- 
nies, than by opposing what they have 
in mind. 

The dinner was attended by about 
150 agents and brokers, who were en- 
tertained between the speeches by 
several song and dance artists. There 
was much good fellowship shown and 
the conviction was increased that the 
Insurance Federation was a movement 
worthy of support. 

. 7. 


CALIFORNIA BROKERS 





Insurance Department Terms Them 
“Solicitors” and Requires Com- 
panies to Endorse Applications 





Brokers in California are greatly 
wrought up over the ruling of the 
State Insurance Department respecting 
licenses. The Department terms brok- 
ers “solicitors” and insists that all 
applications for 1915 licenses, “be 
signed by a duly admitted company 
for which a fee of one. dollar shall 
be paid.” The provision “does not ap- 
ply to that portion of Section 596 of 
the political code defining a ‘surplus 
line broker’ and _  ~prescribing the 
methods and the manner in which that 
business may be conducted in this 
State.” 

The brokers have no objection to 
paying the license fee, but they are 
decidedly averse to being termed “so- 
licitors,” and compelled to get the en- 
dorsement of the companies. 

* +. 7 
Pleases Brokers 

‘Legitimate agents and brokers of the 
metropolis are greatly pleased over 
the arrest at the instance of the New 
York Insurance Department of several 
undergrounders whose activities have 
injured the business of the clean-cut 
men. The undergrounders have cir- 
cularized widely, offering indemnity 
at 25 per cent. below regulation rates, 
and while the companies they repre- 
sented were worthless, 
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First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Department of the District of Columbia 

















ASSETS. LIABILITIES. 

Real Estate ial heel ate eee $254,500.00 | Outstanding Fire Losses............... $32,869.54 
eer ere ree 246,850.00 | Unearned Premium Reserve....... «.++. 203,091.15 
Bonds (Market. Ns oi ch ele 6 oboe 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
Cash in Banks and Office.............. 89,182.43 | All other Liabilities.................. 5,311.09 
0 ELC OOO Fr G4,600.06 | Capital Fall Paid... ....ccccccccccere 848,527.50 
Interest and Rents due and accrued..... 26,694.33 | Capital Part Paid......... . eee 37,560.00 
8 eee ae GREG SO | Gavples 2... cccccccces Pearce weeteet . 424,240.86 

ME viviswckteer swum janeawke $1,556,808.57 EE dkdare wand ee Ghdwacee aes reer $1,556,808.57 


Surplus to Policyholders, $1, 310, 328, 36 














December 18, 1914. 


THE EASTERN UNDERWRITER 


21 

















Casualty anil: Surety News 











ACCIDENT 
COMPANY 


OF CANADA aC 


Mos 
































—— 


TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 


Western Department: Pacific Department: 
39 $0. LaSALLE STREET 332 PINE STREET 
Chicago, Ill. San Francisco, Calif 

















DOCTOR MUST COME OFTEN 





If Disabled Under Assessment Contract, 
Number of His Calls Affect 
Payments 





The question has often arisen in 
New York how fraternal assessment 
organizations which are domiciled in 
this State, can “get away” with more 
in the line of technicalities than the 
average stock accident insurance com- 
pany, but such is the case, owing to the 
peculiarities of the policies issued and 
the restricted and technical interpreta- 
tion of the individual certificates in 
the settlement of claims. 

This feature is severely criticised in 
the recent report of the New York In- 
surance Department on the Columbian 
Protective Association of Binghamton. 
The report scores the Company for in- 
Sisting on using a clause which pro- 
vides that unless an attending physician 
shall have been the disabled member 
at least twice each week during the 
period of disability, no sick or accident 
benefits shall be allowed. 

In following this practice the Com- 
pany recently denied the claim of Mrs. 
Rosie Johnson, of 115 West 137 Street, 
New York city for ten weeks disability, 
tendering her one week’s benefits of $7 
to settle her claim. 

The woman injured her thumb while 
at work December 13, 1913, and was 
laid up so that she could not carry on 
her usual occupation. Her premium 
due December 1, 1913, had been paid 
on the eleventh, two days before the in- 
jury occurred, so that even if it was 
late she was under benefit under the 
terms of the contract at the time of her 
injury. 

After consulting a doctor once a 
week and going occasionally to a 
nearby dispensary for supplementary 
treatment, the woman filed her claim 
which was denied with the exception of 
payment being made for one week in 
which it was discovered she had lived 
up to the contract by consulting a 
physician twice. 

(Further than this the assessment 
order refused to go and Mrs. Johnson 
took the matter to the Legal Aid 
Society but was informed that it would 
do nothing for her. Cases of this kind 
are potent arguments for industrial in- 
surance in a well managed stock com- 
pany. 














LAW FAULTY IN MANY WAYS 
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President of Maryland Casualty Com- 
pany Suggests Needed Amend- 
ments to Present Statute 





(Members of the Rochester (N. Y.) 
Chamber of Commerce a short time ago 
heard an interesting analysis of the 
compensation law of the State, by John 
1, Stone, president of the Maryland 
Casualty Company. After clearly and 
forcefully pointing out the manifest in- 
equalities in the present statute, Mr. 
Stone proposed a number of needed 
amendments thereto chief of which 
were the following: 

The payment of compensation for 
an unlimited period to persons per- 
manhently disabled or to dependents of 
persons fatally hurt should be changed 
and the limit should be eight or pos- 
sibly six years. 

The inclusion under the law of aliens 
who have no permanent stake in the 
country should be eliminated. 

All disputed claims, including those 
of the State fund, should be certified 
direct to the Appellate Division. 

The provision of the law which 
allows the State fund to take lump 
sum payments from other insurance 
carriers to be paid out in specified 
amounts to the compensable person 
should be changed, as at present it 
gives the State insurance fund the use 
of other insurance carriers’ money. 

The compensation commission should 
not be given the right to examine all 
records of employers under the law, as 
that gives the tund an unfair advan- 
tage over the other insurance carriers. 

The provision relieving the employer 
of liability, only if insured in the State 
fund, should be changed. 

The percentage of an injured em- 
ploye’s wages to be paid as cOmpensa- 
tion should not be 66 2-3 per cent. of 
his average wage, but 50 per cent. of 
the average wage. 

The management of the fund collect- 
ed as premiums by the State fund 
should be in the hands of a board not 
connected and not responsible to the 
commission, which at the present time 
is lawmaker, executor and advocate. 

The payment of claims’ through 
State fund should be abolished. 





OFFICES FOR NEW YEAR 





B. P. Holmes Chosen President of Cas- 
ualty and Surety Club of (New York 
—List of Other Executives 





Bayard P. Holmes is now president 
of the Casualty and Surety Club of 
New York, having been so elected at 
the annual meeting of the organiza- 
tion on Saturday last. Other Officers 
elected were: Norman R. Moray, first 
vice-president; W. C. Potter, second 
vice-president; Frank R. Woodbury, 
secretary; Thomas H. Darling, treas- 
urer. Executive committee, in addition 
tu the officers: C. E. W. Chambers, R. 
H. Towner, C. S. S. Miller and Frank 
E. Law. 





SEEKS MEMBERSHIP 





Continental Casualty Company to Join 
Burglary Insurance Underwriters 
Association 





Application for entry to the Burglary 
Insurance Underwriters Association 
has been made by the Continental Cas- 
ualty Company of Chicago. The Com- 
pany plans to take up burglary insur- 
ance in addition to the lines of in- 
demnity it is already writing, though 
the departure, it is expected will not 
be made for some weeks yet. 
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in the World 
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HASBROUCK NAMES COMMITTEE 
Plate Glass Men Will Formulate Plans 
at Once for New Asso- 
ciation 





The plate glass situation in New 
York city now looks as if it was on the 
way toward settlement as State Insur- 
ance Superintendent Hasbrouck has an- 
nounced the committee which has been 
asked to formulate a plan of operation 
for the plate glass business. This ac- 
tion followed the meeting of the plate 
glass companies held Monday at the 
request of the insurance department 
and at which the department officials 
were present. 

This meeting resulted in charges and 
counter charges being made by the 
companies inside the Plate Glass Insur- 
ance Alliance against the outsiders and 
vice versa. 

This charge was bitterly resented by 
the companies which are members of 
the alliance whith claimed that they 
had organized solely for their own pro- 
tection at a time when rates were bad- 
ly disorganized. 

Part of the work of the committee 
will be to give consideration to the 
question of commission agreements 
with the idea of securing an economical 
acquisition and administration cost. It 
is also planned to have a central or 
independent survey bureau and a rat- 
ing plan which will not violate the 
anti-discrimination law. Rates will be 
made on the expectation of a reason- 
abe loss ratio, but they will not be 
put at a prohibitive figure. 

The following committee was named: 
Charles H. Holland, Royal Indemnity, 
chairman; Robert J. Hillas, Fidelity & 
Casualty; A. Duncan Reid, Globe In- 
demnity; William T. Woods, Lloyds 
Plate Glass; Eugene H. Winslow, 
Metropolitan Casualty, and Edwin W. 
De Leon, Casualty Company of America. 





TRANSFERS TO NEW JERSEY 





W. C. Mulvey to Handle Maryland 
Casualty in Northern Section 
of State 





After eleven years of “unqualified 
loyalty and unflagging industry” in the 
service of the Maryland Casualty Com- 
pany, William C. Mulvey retires as 
its resident manager for Greater New 
York to occupy the same position for 
Northern New Jersey. His residence 
in the latter State impelled President 
Stone to accede to Mr. Mulvey’s re- 
quested transfer. 

During his managerial connection in 
this city Mr. Mulvey has developed 
the premium income of the Maryland 


Casualty from $200,000 to nearly 
$700,000 per annum, upon a well select- 
ed grade of risks. He is decidedly 
popular with the fraternity, and the 
qualities which induced his success in 
the metropolis may be counted upon 
to equally favor him in his new terri- 
tory. si 
As Mr. Mulvey’s successor at New 
York President Stone has appointed 
Eugene F. Hord, whose underwriting 
career with the Maryland Casualty be- 
gan as an inspector and claim adjuster 
at Chicago in 1899. Of the new man- 
ager Mr. Stone says: “Through suc- 
cessive promotions, due entirely to 


‘his meritorious services, he was made 


chief of the Chicago Claim Division, 
and thefi chief of the New York Claim 
Division. After filling the latter posi- 
tion for several years, he left our ser- 
vice to enter that of the Travelers 
Insurance Company. He now returns 
to the old home in a field of useful- 
ness still larger than any which he 
has heretofore filled. His long experi- 
ence in the most difficult branch of 
the business, i. e., the investigation 
and adjustment of claims in all lines 
of Casualty Insurance, has thoroughly 
familiarized him with all those fea- 
tures of the business which enter into 
the complete equipment of a resident 
manager. We, therefore, announce 
this appointment with more than the 
ordinary degree of confidence in the 
wisdom of our selection, and in Mr. 
Hord’s success in this new field of 
labor.” 


AT REDUCED PREMIUM 





American Fidelity Company Issues New 
Accident Contracts to Meet Need 
of Particular Class 





To meet the requirements of those 
seeking weekly indemnity without the 
necessity of paying for a large amount 
of insurance the American Fidelity 
Company of Montpelier, Vt., has newly 
issued two attractive accident policies, 
These are known respectively as the 
“American Leader Disability” and the 
“American Leader Accident.” The 
special feature of the policies is their 
sale at 20 per cent. below the standard 
rate. This reduction is made possible 
by virtue of a slightly lessened princi- 
pal indemnity, though the same weekly 
indemnities are allowed as those paid 
generally. 

Under its present administration the 
American Fidelity is showing decided 
activity and its business is responding 
accordingly. 

A. J. Ferres, superintendent of agen- 


cies of the Fidelity & Casualty Com- 
pany, was in Atlanta last week. 
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NEW ZEALAND COMPENSATION 


FAILURE OF STATE FUND PLAN 











C. H. Holland of Royal, Indemnity Tells 
Massachusetts Commission Rates 
Were Not Reduced 





How insurance in the State fund 
developed in New Zealand until now 
the fund is practically another insur- 
ance company with similar rates and 
a competitor of the stock companies 
on an equal basis, was told by Charles 
H. Holland, vice-president and gen- 
eral manager of the Royal Indemnity 
at the hearings this week at the Hotel 
Astor before the Massachusetts Com- 
mission to Investigate Monopoly and 
Rates in Insurance. The members be- 
sides Insurance Commissioner Frank 
H. Hardison are James P. Riley, chair- 
man and William P. Montgomery. 

This commission has held sessions 
in Boston already and has heard the 
views of a number of workmen’s com- 
pensation experts. The meeting of the 
Insurance Commissioners at New York 
seemed to be an opportunity to gather 
a wider scope of information and a 
number of company underwriters were 
accordingly asked to be present to give 
their views. On Saturday the work- 
ings of the Workmen’s Compensation 
Service Bureau were looked into first 
hand during a visit to the bureau’s 
headquarters. This was following the 
taking of testimony for two days at 
the Hotel Astor. 

May Extend Service Bureau 

It is believed that the commission 
will recommend to the Massachusetts 
legislature when it makes its report 
in January that the system and ser- 
vice of the Workmen’s Compensation 
Service Bureau of which Prof. Albert 
Whitney is manager, should be extend- 
ed to Massachusetts. The analytical 
system of schedule rating developed 
by the Whitney Bureau is considered 
the most perfect thing of its kind yet 
devised for workmen’s compensation 
and it will eventually be extended to 

‘other States, particularly if the State 
of Massachusetts takes up the idea. 

The perfection of this system was 
praised by Mr. Holland in his testi- 
mony before the commission as well 
as by other witnesses who have had 
much experience in applying rates to 
compensation conditions. In New Zea- 
land the State Fund is 15 years old. 


It was introduced with the idea of 
reducing the cost of workmen's com- 
pensation, but it was found that the 


State Fund could not operate any more 
cheaply than the stock companies. ‘lo 
be sure this result was not proved at 
once. 
Could Not Lose Money 
The State stipulated, as one of its 
first principles, that the fund would 


not be allowed to lose money, but 
when it began cutting rates it lost 
money. The New Zealand fund did 


not have the advantage of having its 
expenses paid for two or three years 
as is the case in New York. 

When it was found that the basis 
on which the fund was operating, was 
a mistake, it pooled its experience 
with the stock companies and agreed 


to abide by the result proved by the 
statistics so obtained. Mr. Holland 
said it was still being operated suc- 
cessfully as a business institution and 


not as a semi-charitable institution as 
is the case in New York State. 

It was discovered that the fund 
could not get on without agents, as 
the cost was higher on the salary basis 
than when the commission plan was 
used. Now both stock companies and 
State fund operate successfully side by 


side. The fund found it could not 
operate cheaper than the stock com- 
panies. 


The commission in New Zealand on 
workmen’s compensation is 15 per cent. 
Mr. Holland prophesied that the same 
thing would be found to be true in 
New York State ultimately. 

Must Have Agents 
In speaking of the New York situa- 
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tion, Mr. Holland said that it was not 
possible to get along without agents 
as there is practically no business done 
over the counter. He admitted, on be- 
ing questioned, that if the employer 
was given the opportunity to do an 
over-the-counter-business thereby sav- 
ing commissions, that the amount of 
direct business might be increased 
slightly. 

He favored the licensing of insur- 
ance agents, he said, because they 
have to do intelligent work and should 
have the proper qualifications. He 
said he would like to see elevator 
operators licensed here, for the benefit 
of the elevator liability business. 

Score Self-Insurance 

As to self-insurance, Mr. Holland 
scored it as dangerous because while 
there are a few big employers fully 
competent to carry their own risks, 
there were many more smaller ones 
who were not financially responsible. 
In order to permit the big fellows to 
insure themselves it had been neces- 
sary to include others who were not 
far from the danger line. The recom- 
mendation that self-insurance should 
not be permitted was strongly em- 
phasized by other witnesses before 
the commission who pointed out that 
in case of the failure of a firm carry- 
ing its own insurance, there was 
danger of many workmen being un- 
provided for. 





FOLLOWING THE APPLICATION 





Channels it Passes Through at Home 
Office—Care Exercised in 
Every Department 





Men upon the insurance firing line, 
whose business is securing applica- 
tions, will be decidedly interested in 
learning what becomes of the docu- 
ment once it be sent the home office, 
and the channels through which it 
passes before the policy is issued. 

Here is the system in operation in 
the Industria! Department of the Stan- 
dard Accident, of Detroit, as described 
by the management of that Company: 

“The application is first received at 
the mail desk and there the date of 
receipt is stamped upon its face. It 
then journeys to the underwriting di- 
vision, where the second stamp is 
placed in the ‘Home Office Record’ 
space. These date stamps are applied 
for the express purpose of assisting 
in the issue of a policy the same day 
that the application fs received, pro- 
viding of course the application is reg- 
ular in every way and the risk is ac- 
ceptable. If the application is not ac- 
ceptable, it is returned with a full ex- 
planation covering the home office’s 
reasons therefor. (The refusal of an 
application would take such a long 
space at this time that we feel justi- 
ed in leaving this subject for a future 
explanation.) The application having 
reached the underwriting division, it is 
the duty of the inspector to carefully 
examine each and every answer to the 
seventeen questions which it contains 
and to see that the occupation and 
duties are described in the exact 
language of the manual. If it con- 
forms to all requirements and stands 
inspection it is initialed by the in- 
spector as ‘approved.’ It then goes to 
the ‘Indexes’ which contain records of 
several hundred thousand names to 
see if there is any information on file 
concerning the person who is making 
application which might affect the ac- 
ceptance of the risk. 

Writing the Policy 

“Upon receiving acceptance and ap- 
proval, it is turned over to the policy- 
writer who writes out a policy to corre- 
spond. A complete contract between 
the Company and the policyholder is 
embodied in this policy, and no changes 
of any kind are allowed at any time 
to vary this contract in the slightest 
detail. An exact copy of the applica- 
tion is written on the back of the poll- 
cy, the application being a part of the 
contract and also a part of the con- 
sideration to the Company for issuing 


the : pao, The number on the face 
of the policy is now entered in the 
‘Home Office Pecord’ on the applica- 
tion in proper space. The policy is for- 
warded to the agent and the applica- 
tion is sent to the Record division 
where two cards are made for use in 
completing our record covering this 
policy. The first card is one which 
in the future will coutain the history 
of the Company’s dealings with this 
policyholder. Provision 1s made there- 
on for policy number, full name of the 
policyholder, date policy was issued, 
street address, policyholder’s residence, 
age, class policy is issued in, division 
of indemnity, amount of first monthly 
premium as well as succeeding months, 
his occupation, his duties, name of the 
solicitor obtaining the business as well 
as the name of the general agent and 
his address together with a regular 
form in which the record of future pay- 
ments will be filled in when received. 
On the reverse side of this card is 
space for a complete record of any pos- 
sible claim experience which the Com- 
pany may have in the future. The 
second card is one on which is shown 
the name, address, occupation and poli- 
cy number and goes tc the alphabetical 
index record of all risks insured in the 
Company. The application now is filed 
by number in a fire-proof vault where 
future reference can be obtained at 
any time covering any of the informa- 
tion given above.” 








The Royal Life of Chicago has writ- 
ten nearly 50,000 policies since April 
last when it started business. 


AN OFFICIAL RULING ASKED 





New York Compensation Commission 
to Decide Whether Heat Exhuastion 
is an Accident 





Whether or not death through heat 
exhaustion is an accident within the 
meaning of the New York Compensa- 
tion law, is one of the questions put 
up to the State Commissioners for 
decision. 





FIDELITY & DEPOSIT SELECTION 


Vice-President W. H. Harris, of the 
Fidelity & Deposit Company of Balti- 
more, announces the appointment of W. 
Frank Rabbitt, as manager of the 
Company’s accident and health depart- 
ment for the Boston metropolitan dis- 
trict. Mr. Rabbitt has been with the 
United States Casualty Company for 
several years, and has attained a wide 
following among brokers and assured. 

The Fidelity & Deposit, says Mr. 
Harris, “has built up a very well round- 
ed business in the liability compensa- 
tion, burglary and plate glass lines at 
Boston through the office at Dewick & 
Flanders, and has a good volume of 
surety business through its salaried 
office under the management of Tash 
and Egerton. The new arrangement 
Places a well qualified, experienced man 
at the head of the Company’s accident 
branch and assures the satisfactory de- 
velopment of this important depart- 
ment.” 
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Special Talks With Local Agents 




















Concentration, hard 

Concentrate and intelligent is re- 
on Your quired to attain suc- 

Business cess in large degree in 


any line of effort, and 
especially is this true of the insur- 
ance business. The aggressive solici- 
tor is brought into contact with scores 
of men in the course of his day’s work, 
and the temptation to become interest- 
ed in propositions other than those in 
which he is directly engaged if ofttimes 
severe, but only to the beginner or 
the half-hearted. The man of experi- 
ence and of determination, will listen 
courteously to whatever his prospect 
may say, but under no circumstances 
will he permit it to lead away from the 
sale of insurance. He will introduce 
his subject in a terse business-like way, 
marshal facts in proper array and drive 
home conclusions, forcefully. If the 
prospect is unwilling for any reason to 
close at the time, he will seek an ap- 
pointment for a later date, leaving the 
clear impression that he is out for 
business and that the proposition he is 
selling is worthy the most careful 
consideration. By sticking to his text 
he properly advertises his business, his 
company and himself. 

. 


7 + 
A capital suggestion 
Make from the “Bulletin” of 
Every the American Casualty 


Hour Count Company, here follows: 
“Successful men _ di- 
vide their time so that every hour 
brings them returns. Business, rest, 
recreation, education each has its cer- 
tain time and that time is used for 
that particular purpose. To such men 
time is money for money is the logical 
return for the use of time properly ex- 
pended. Not a minute is wasted. The 
time devoted to rest, recreation and 
education is valued because it makes 
men physically and mentally able to 
get the most out of the time strictly 
devoted to business.” 
— * . 
In summarizing the 
Lack of opinion of 100 active 
Appreciation field men as to the 
by Agents chief drawbacks in se- 
curing accident insur- 
ance, the Preferred Accident Insurance 
Company of New York, presents this: 
One principal drawback is_ indiffer- 
ence on the part of so many agents as 
to the importance of accident insurance 
and, therefore, they carry it as a side- 
line only and do not push it. The 
average agent and broker not appreciat- 
ing the importance of accident insur- 
ance considers the business as only 
incidental, hence do not go after it 
strong and only write it when it hap- 
pens to come his way, not considering 
it worthy of a direct plan of action. 
The business public is now fairly 
well informed and generally in a re- 
ceptive mood, but through lack of a 
systematic plan and definite action on 
the part of agents business men are 
not properly approached and interested, 
and the agents themselves by reason 
of desultory work, lacking system, even 
though somewhat enthtisiastic in the 
beginning, soon become possessed of a 
spirit of inactivity and hesitancy, 
especially after having written friends 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 
United States Branch 


SAMUEL APPLETON, United States Manages 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 





who are easy to interview and secure. 
This is undoubtedly owing to its not be- 
ing properly understood by the agent. 
The actual necessity for accident insur- 
ance is self evident, but comprehension 
ot it is lacking by the agent or his work 
is not pre-arranged and systematic. 
The fault is not with the public but 
largely with the agent and can be 
readily overcome if he plans well his 
work and then works his plan. 

There is a four-Square-method to be 
followed—ability, reliability, action and 
endurance which will create, if follow- 
ed, enthusiasm, hustle and energy on 
the part of the agent. 

A lack of proper understanding of 
policy contract and eagerness to sell 
lead to misrepresentation, and failure 
on his part to present the real neces- 
sity and value of accident insurance to 
business men and a general lack of 
knowledge of the fundamental rules of 
insurance is a serious handicap to the 
agent. He should consider himself an 
educator as well as a salesman, educat- 
ing himself first preparatory to educat- 
ing the public as to its importance and 
necessity. 

There are no drawbacks in the busi- 
ness except as they are found in the 
agent himself, and an agent for a good 
company has only himself to blame for 
failure. The field is wide open—com- 
paratively few are insured, and practi- 
cally there are no drawbacks except 
the inefficiency, ignorance and careless 
methods of agents. 





MERCANTILE DISABILITY POLICY 

What the Massachusetts Accident 
Company of Boston, characterizes as 
“a clean, clearly worded contract, is 
the Mercanfile Disability Policy which 
it has just placed upon the market. 
“The policy,” says the Company, “is 
suited especially to the needs of busi- 
ness and professional men and is really 
a Commercial policy. It is sold on a 
quarterly, semi-annual or annual basis 
without a policy fee, the first premium 
being due on date of policy and carry- 
ing the insurance for a period of either 
three, six or twelve months from date. 
The Mercantile Disability Policy pro- 
vides $1,000 Principal Sum and $50 
monthly benefit for accident and sick- 
ness. Premium—ages 16-50—Select 
class $24; Preferred, $30; Ordinary, 
$36. For risks ages 50-60 the premium 
is increased one-third. Indemnity for 
total loss of time from accident paid 
for five years; partial loss of time, six 
months. Sickness benefits paid for 
from one day to six months. Non- 


confining sickness covered for two 
months. Benefits for non-confining 
sickness covered for disabilities of 


seven days or more duration. Double 
Benefits—both Principal Sum _ and 
Monthly Indemnity—for Travel Acci- 
dents, etc. Fifty per cent. accumula- 
tion feature. Schedule of Optional Ad- 
vance Settlements, Surgeon’s Fees, 
Identification.” 





PUSHING PLATE GLASS BRANCH 
Representatives of the American 
Casualty Company, of Reading, Pa., are 
urged by its Management to make a 
special effort for plate glass business, 
a department neglected thus far in 
favor of the accident and _ health 
branches. Aside from the direct return 
thereon, the Company asserts: “Plate 
glass solicitation brings you in contact 
with the big property owners and mer- 
chants of your territory and will lead 
you direct to big accident and health 
business to say nothing of the liability 
field it will open up for you.” 





BANK EMBEZZLER PARDONED 

After serving four years of a ten to 
twelve years State prison sentence, 
imposed upon him for the embezzle- 
ment of $300,000 from the Southbridge 
Savings Bank, of which he was formerly 
treasurer, John A. Hall was some days 
ago pardoned by the Massachusetts 
authorities, 





W.E. SMALL , 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 
MACON, GEORGIA 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


President 


Surplus and Reserves over $800,000 


HEALTH LIABILITY 
ELEVATOR TEAMS 











GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 











reputation. 


C. A. TIMEWELL, Resident Manager 
123 WILLIAM STREET 





Your Prospect Wants 


his accident policy in a company with a reputation 
for prompt and fair settlement of claims. 
For 28 years we have been building such a 


> 

Ask our policy holders anywhere. me 

0 

na 

~ 

Live agents wanted for unoccupied territory. ~ 

= 

> 

The STANDARD ACCIDENT INs. Co. 
of Detroit, Mich. Zs 


Write for full particulars of 
Our Latest Policies 


They will get business for any agent. 











Cc. H. FRANKLIN, U. S. Mer. and Attorney 





The Frankfort General Insurance Co. 


of Frankfort-On-The-Main, Germany 

ESTABLISHED 1865 

United. States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 


INSURANCES TRANSACTED 


LIABILITY— 

Employers 

Public Vessel Owners 

Teams General Contingent 

Workmen's Landlords Druggists & 
Compensation Elevator Physicians 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 





JNO. M. SMITH, Sec. U. S. Branch 


Burglary 

Workmen's Collective 
Individual Accident & Health 
Industrial Accident & Health 








$10,000 FOR AUTO FATALITY 

One of the largest verdicts ever re- 
corded in an accident case in Western 
New York, was that recorded by Judge 
Hally, of Rochester, some days ago, 
when he gave judgment for $10,000 to 
the heirs of the late William H. Eaton. 
Eaton was run over and instantly 
killed by an automobile owned by the 
Briscoe Manufacturing Company. 
RECOVER UNDER FEDERAL ACT 

During the past five years 14,046 
government employes have received a 
total of $1,803,923 for injuries received 
in the course of their employment, re- 
covery being had under the Federal 
Act of 1908. 


TRAVELERS APPOINTMENT 

William J. Buckley has been ap- 
pointed assistant manager of the lia- 
bility départment of the Travelers In 
surance Company at its Duluth, Minn., 
branch office. Mr. Buckley has been 
identified with the Company for sev- 
eral years, and his promotion is a 
recognition of his worth. 

In the five weeks that elapsed since 
the Workmen's Compensation law went 
into effect in Maryland (November 1) 
fully 1,356 accidents have been report- 
ed to the State Industrial Accident 
Commission; of the number 36 claims 
for compensation have been filed, 
eight being allowed thus far, 





THE EASTERN UNDERWRITER 


December 18, 1914. 











GOOD SERVICE 


is the foundation upon which to erect a successful business. 


Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address’ 


The Columbian National Life Insurance Company 


BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 





There is Always Room at the Top 











Surplus Line Capacity 


Where the Local Agent wishes to find a market for his excess on account of 
the inability of admitted Companies to cover, in their entirety, we can place it 
profitably for him. Write us for full information. 





Surplus Lines. Guaranteed Underwriters. 
London Lloyds, licensed in _ Illinois. 
Capacity $150,000 single risk. Immediate 
Binders. 10% Commission to Brokers. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


19 Cedar St. 1615 California St. 314 Superior St. 
NEW YORK DENVER DULUTH 


Ford Bldg. 17 St. John St. 
DETROIT MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 





300 Nicollet Ave. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 














Come with us 
and it won’t be 
so hard to get 
on. 








Live ones win 
among 


IZZERS 


Write to 


J. L. BABLER 


Gen’! Manager Agencies 


International Life 


ST. LOUIS 
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Casualty— Surety 


AGENTS WANTED 


RE-INSURANCE SOLICITED 


C. D. HILL, Vice-President and General Manager 
B. F. ALLEN, Jr., Secretary-Treasurer DR. BACON SAUNDERS, President 


Union Casualty Insurance Co. 


HOME OFFICE, Union Casualty Building - PHILADELPHIA, PA. 
COMPARATIVE STATEMENT 


ASSETS LOSSES 


Automobile, Liability, Collision, Property Damage, Employers’ 
Liability, Workingmen’s Compensation, Teams, Elevator. 














Caledonian Insurance Co. of Scotland 
FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


CHAS. H. POST, U. S. Mgr. R. C. CHRISTOPHER, Asst. 0. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 

















“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 


United States Managers 
No. 123 WILLIAM STREET 
NEW YORK CITY 


FRED. S. JAMES 


GEO. W. BLOSSOM | 
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